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AN  OLD-TIME  INCIDENT  WITH  AN  UP-TO-DATE  APPLICATION 


PICTURE  FKOM  LOUIS  C.  PEDLAR,  INC. 

We  verdure  la  assert  that  many  an  incident  of  the  old  carriage  days  would  Itave  turned  out  better  if  there  had  been 
teams  insurance — not  to  mention  accident  protection.    As  a  matter  of  fact,  there 
are  more  horses  in  the  U.  S.  to-day  than  ever  before/ 


PROTECTION 


WAYS  OF  PRESENTING  THE  PR  POLICY 

What  is  the  best  form  of  the  Premium  Reduction  policy,  and  how  can 
it  best  be  presented  to  attract  the  prospect?  — Letter  from  the  Field. 

It  is  a  universal  rule  that  whatever  best  meets  the  needs  of 
the  assured  is  the  best. 

The  premium  reduction  form  of  the  ordinary  life,  with  the 
first-year  premium  paid  throughout,  is  virtually  a  long-term 
limited-payment  policy.  Taken  out  at  age  thirty-five,  it  can  be 
-surrendered  for  a  paid-up  policy  greater  than  the  original  face  of 
the  policy  at  the  end  of  thirty  years.  The  most  popular  form 
of  the  premium  reduction  policy  is  the  twenty-payment,  with  the 
first-year  premium  continued  throughout  the  twenty  years. 

The  most  effective  method  is  to  visualize  the  comparative 
costs  and  values  of  the  policy  by  means  of  a  table  like  the  following 
preferably  year  by  year: 

$10,000  Insurance  Age  35 


End  of 
Year 

5 

10 

15 

20 


Insurance 
at  Death 


Total 
Premium 


Cash 
Value 


Paid  Up 
Value 


$10,860  $1,882.50  $1,339.60  $3,360 

11,860  3,765.00  3,135.80  6,860 

12,780  5,647.50  5,380.20  10,340 

13,610  7,530.00  7,861.50  13,6l0 

and  then  emphasize  the  following  facts: 

1st.  The  guaranteed  cash  value  at  the  end  of  twenty  years 
exceeds  the  cost. 

2d.  The  policy  may  be  surrendered  at  the  end  of  fifteen 
years  for  a  paid-up  policy  in  excess  of  the  original  amount. 

3d.  At  the  end  of  twenty  years  instead  of  taking  the  cash 
or  paid-up  values,  the  insured  can  take  a  paid-up  contract  for 
$10,000  and  $2,200  in  cash. 

4th.   The  insurance  increases  year  by  year. 
The  uniform  premium  twenty-payment  life  at  age  thirty-five 
costs  $293.10  a  year,  or  in  twenty  years  $5,862. 

The  cost  of  the  premium  reduction  20  pay  plan  per  year  is 
$376.50,  or  in  twenty  years  $7,530. 

Deducting  from  the  total  cost  of  the  premium  reduction  policy 
the  excess  cash  value  of  the  premium  reduction  form  over  the 
uniform  premium  plan  of  $2,200  gives  an  actual  cost  of  $5,330 
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as  compared  with  the  cost  $5,862  on  the  uniform  premium  plan, 
and  in  addition  the  insured  has  had  the  benefit  of  insurance  con- 
siderably in  excess  of  that  obtained  under  the  uniform  premium 
plan. 

Many  agents  have  found  by  experience  that  it  is  best  not  to 
dwell  on  the  premium-reduction  privilege  under  the  contract 
after  the  first  year  until  after  the  delivery  of  the  contract.  At 
that  time  the  fact  that  the  premium  may  be  reduced  at  any  time 
will  increase  the  satisfaction  of  the  insured  with  the  policy 
particularly  when  it  is  pointed  out  to  him  that  at  the  end  of  the 
tenth  year,  while  the  insurance  has  increased  to  $11,860,  the 
premium  may  be  reduced  for  the  subsequent  years  from  $376.50 
to  $280.80;  or  that  the  premium  may  be  reduced  by  the  same 
amount  and  he  receive  $930  in  cash,  the  contract  remaining  in 
force  without  lien  or  indebtedness  for  its  original  insurance  value 
of  $10,000. 

Many  agents  find  this  policy  of  great  service  in  competition. 


ARE  YOU  IN  THE  BIG  LEAGUE? 
Tower  Offers  the  Degree  of  B.  R.  for  the  Heavy 
Multiple-Line  Hitters 

Do  you  belong  to  the  Multiple-Line  League? 

Heavy  hitters,  all! 

The  Babe  Ruths  of  insurance. 

Give  them  any  kind  of  a  ball,  high,  low,  fast,  slow, — life,  accident 
liability,  or  indemnity,  they  knock  it  into  the  bleachers! 

There's  M.  H.  Diffenbaugh,  B.  R. — you  saw  his  multiple-line 
record  on  that  chart  recently  sent  out  to  our  readers. 

Then  there's  W.  N.  Buchanan,  B.  R.,  of  Chicago — sixteen  policies 
to  a  doctor! 

And  here's  George  Dietrich,  B.  R.,  of  Rochester,  N.  Y. 

On  October  first  he  hit  into  a  fast  one,  one  with  a  $5,000  premium 
attached  and  a  mutual  curve  on  it,  and  he's  made  the  ninth 
score  already.  Notice  the  different  kinds  of  ciu-ves  that  became 
home  runs  instead  of  strikes: 

1.  Sold  the  Company  a  compensa- 
tion and  public  liability  policy,  the  premium  of  which  will  ap- 
proximate $5,000  per  annum,  taking  the  risk  away  from  a  mutual 
company. 

2.  Wrote — the  president  a  quadruple  accident  policy. 

3.  Wrote — the  vice-president  a  quadruple  accident  policy. 

4.  Covered  the  vice-president's  automobile  for  liability,  property 
damage,  and  so  forth. 

5.  Wrote — the  automobile  liability,  property  damage,  etc.,  for 
the  superintendent. 

6.  Covered  the  assistant  superintendent's  automobile. 

7.  Covered  an  automobile  for  the  man  in  charge  of  the  as- 
sembling. 

8.  Wrote — the  automobile  liability,  property  damage,  etc.,  for 
the  foreman. 

9.  Wrote — the  foreman  a  $5,000  twenty  payment  life  policy. 


"I've  lost  a  lot  dabbling  in  investments  I  knew  nothing  about, 
but  all  of  my  life  insurance  investments  are  good  and  I  carry 
$80,000,"  says  J.  F.  Malone,  agent  at  Pittsburgh. 


Moral :  Insure  in  The  TRAVELERS 
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J.  RUFUS  AGAIN 
Exaggeration,  a  Malady  of  the  Inexperienced, 
Worse  than  the  Measles 

"Did  you  see  that  article  on  delivering  policies,  in  Protection?" 
said  our  old  friend  J.  Rufas  Smilax,  as  he  tucked  a  policy  to  be 
delivered  into  his  coat  pocket. 

"A  good  thing!"  said  one  man. 

"It's  got  nothing  on  me,"  remarked  J.  Rufus,  "Never  did  anj- 
thing  else." 

"It's  good  dope  for  those  who  haven't,  and  there  are  a  lot  of 
them,"  chimed  in  a  voice  at  the  corner  desk.  "Had  an  experience 
myself." 

"Waltz  her  out  and  let's  see  how  she  looks,"  said  J.  Rufus. 

"Two  years  ago,"  said  the  corner  man,  "I  sold  a  man  an  Insur- 
ance Annuity-6o,  and  emphasized  the  attractive  options  of  the 
policy.  When  the  policy  was  ready,  I  sent  it  by  mail.  He  looked 
at  the  first  page  and  failed  to  see  those  attractive  options  I  had 
mentioned.  They  were  set  forth  later  in  the  policy,  but  he  didn't 
read  that  far. 

"He  sent  back  the  policy  without  any  explanation,  but  he  told 
all  around  his  office  that  I  had  tried  to  put  something  over  on  him. 

"That  experience  taught  me  that  the  ordinary  man  cannot 
understand  a  life  insurance  policy  and  that  you  have  got  to  show 
him  all  the  high  spots  that  you  told  him  about,  and  which  are 
about  the  only  things  he  remfembers." 

"If  I  had  written  that  article,"  said  Manager  Galesworthy, 
"I  would  have  added  something  else.  I  would  have  put  into  it 
a  caution  about  exaggeration." 

"Exaggeration,  interrupted  J.  Rufus,  "is  the  product  of  the 
imagination.  It  is  like  measles,  it  attacks  the  young.  WTien 
you  are  old,  as  I  am,  you  will  have  learned  better." 

"Well,  anyway,"  said  Galesworthy,  "there  are  some  that  do 
it.  They  lead  the  prospect  to  expect  more  than  the  policy  actually 
contains.  They  don't  mean  to  misrepresent  it;  their  imagination 
carries  them  away,  and  there  are  some  who  exaggerate  for  the 
purpose  of  selling  a  policy  quickly. 

"Keep  to  the  letter  and  the  line.  Travelers  policies  by  their 
guarantees  eliminate  the  most  fruitful  source  of  all  misunder- 
standings. The  Company  does  its  part,  and  it  isn't  necessary 
for  any  of  us  to  exaggerate  in  order  to  sell  them." 

"Amen!"  said  J.  Rufus. 


EVER  THINK  OF  IT  THIS  WAY? 

"You  may  be  one  of  those  sports,  the  kind  the  bankers  have 
been  storming  about  since  the  wave  of  extravagance  swept  over 
the  country,  but  I  don't  think  so,"  said  the  agent. 

"I  don't  believe  you  go  in,  pick  out  two  new  suits  and  never 
ask  the  price  till  it  comes  time  to  pay  for  them.  And  I'm  sure 
you  wouldn't  buy  anything  that  would  cost  into  the  thousands 
without  ascertaining  the  approximate,  if  not  the  exact  figure. 
That's  exactly  why  I  want  to  talk  to  you  about  the  cost  of  motor- 
ing, not  the  gasoline  and  tire  costs,  the  expenses  that  are  known 
as  upkeep,  but  the  unexpected  big  expenses  that  come  to  some  and 
not  to  others. 

"I  refer  to  accidents  you  may  have,  not  those  in  which  you  are 
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hurt,  but  those  that  result  in  injuries  or  death  to  other  people. 

"Maybe  you  think  it  isn't  possible  to  fix  in  advance  what  the 
doctor  and  hospital  will  charge,  maybe  you  think  it  isn't  possible 
to  determine  what  a  jury  may  award  in  a  suit  for  damages  or  what 
a  lawyer  will  charge  for  defending  you. 

"It  is  possible,  though. 

"You  can  pay  The  Travelers  a  definite  amount  now,  and  it  will 
pay  all  the  indefinite  amounts  that  may  be  assessed  against  you 
by  doctors,  hospitals,  lawyers,  and  courts  by  reason  of  injuries 
your  car  may  inflict  on  other  people.  Fixing  such  costs  in  ad- 
vance and  fixing  them  at  a  small  figure  is  known  as  taking  automo- 
bile liability  insurance." 


Would  the  crew  of  a  vessel  which  was  beginning  to  founder  in 
a  bad  storm  in  mid-ocean  start  to  lighten  the  ship  by  first  throw- 
ing overboard  the  life  boats.' 

Then  why  should  a  man,  temporarily  embarrassed  in  the  midst 
of  an  industrial  depression,  first  drop  his  life  and  accident  insurance 
to  reduce  his  expenses? 

Wouldn't  the  wife  and  children  of  the  uninsured  man  be  in 
somewhat  the  same  position  as  the  passengers  and  crew  of  the 
boatless  ship,  if  the  vessel  should  sink  in  the  storm? 

Think  it  over! 


"Goodbye,  Anxiety!" 
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INSURANCE  NOT  A  SPECULATION 

Replaces  Economic  Value  of  Human 
Life 

The  economic  value  of  a  human  life  is  what  it  will  produce  or 
procure  for  those  dependent  upon  it. 

Insurance  cannot  provide  the  slightest  compensation  for  life 
as  measured  by  the  affliction  of  the  family.  It  attempts  only  to 
replace  a  man's  labor  and  productivity  when  death  or  disability 
has  cut  it  off. 

Fire  and  marine  insurance  furnish  indemnity  for  the  result 
of  past  labor  destroyed  while  the  labor  is  still  productive,  but 
there  is  this  difference:  while  property  destroyed  can  be  replaced 
by  the  same  effort  and  time  I  hat  created  it,  the  productivity  of 
a  human  life,  whether  ended  by  death  or  by  permanent  total 
disability,  cannot  be  replaced  because  the  creative  forces  have 
been  destroyed. 

Although  lo.ss  of  life  seems  more  important  than  permanent 
total  disability  and,  in  so  far  as  more  men  die  than  are  disabled, 
it  is,  yet  permanent  total  disability  equally  destroys  the  producing 
power  and  adds  another  victim  to  suffer  the  consequences. 

Everyone  who  seeks  insurance  should  understand  just  what  he 
is  buying  and  then  seek  the  simplest  contract  to  give  him  the 
largest  equivalent. 

Policies  differ  only  in  method  of  payment  of  premium  and 
payments  of  the  proceeds  by  the  company.  Even  those  that 
provide  an  income  to  the  insured  himself  in  old  age  rarely  deviate 
from  the  protective  purpose  even  during  the  income-paying 
period,  as  long  as  the  need  of  the  insurance  protection  proper 
continues. 

Insurance  is  not  a  speculation  on  margin.  It  is  a  means  for 
protecting,  as  far  as  is  humanly  possible,  those  dependent  for  a 
living  on  the  labor  of  another,  and  for  protecting  both  the  family 
and  the  producer  himself  in  case  of  the  producer's  permanent 
total  disability;  and  it  is  the  only  means,  because  insurance  alone 
can  collectively  measure  the  risk  which  by  the  individual  is 
immeasurable.  Such  is  its  scope,  and  when  rightly  estimated  in 
view  of  its  proper  uses  it  needs  no  gilding.  Its  purpose  is  plain; 
its  value  certain ;  it  is  the  only  method  by  which  the  capital  of  the 
family  and  the  value  of  physical  vigor  and  mental  ability  of  the 
producer  himself  can  be  continued  when  the  creative  forces  have 
ceased.   

UP-TO-DATE  BANDITS  STILL  AT  LARGE 

Strong  vaults  are  a  big  asset  to  a  bank — but  strong  vaults  alone 
are  not  sufficient  protection.  One  bandit,  singlehanded,  robbed 
an  Ottawa,  111.,  bank  and  locked  the  teller  in  the  vaults.  He 
dropped  part  of  his  booty  in  his  eagerness  to  make  his  escape,  but 
he  managed  to  walk  off  with  $10,000. 

Getting  the  teller  out  of  the  vaults  was  not  such  an  easy  prob- 
lem. The  time  lock  was  set  for  9  A.  M.  Friday,  Thursday  being 
Armistice  Day  and  a  holiday.  The  robbery  occurred  Wednesday 
night.  Electric  torches  and  small  charges  of  dynamite  were  used, 
but  to  no  avail.  Later  a  call  was  sent  to  Joliet  prison  for  an 
expert  safe-cracker,  but  the  warden  reported  that  he  had  on  hand 
only  a  collection  of  "old-fashioned  safe-crackers  who  would  be  of 
no  use  on  a  modern  time  vault." 

Evidently  all  the  up-to-date  bank  bandits  are  still  at  large. 


His  Thought! 

After  he  had  i)lunked  down  fifty  iron  men  for  an  MDA 
with  autoniobilp  supplement  and  had  got  mixed  up  in  an 
accident  that  brought  him  in  $450  of  indemnity,  he  mused: 
"A  dollar  in  time  saves  nine." 

THE  SECRET  OF  HIS  SUCCESS 

When  a  live-wire  agent  hears  about  another  man's  success,  he 
does  not  stand  around  envying  him;  he  gets  to  work  and  tries  to 
beat  him — but  he  does  like  to  know  the  secret,  so  that  if  there's 
anything  in  it  that  would  be  of  advantage  to  him,  he  can  employ 
it  and  push  forward  his  production. 

As  a  matter  of  fact  there  are  no  'secret'  formulas  for  selling 
insurance;  a  good  knowledge  of  the  business,  energy  and  persis- 
tence will  beat  out  any  'secret'  ever  invented.  But  there  are  some 
methods  of  approach  that  are  better  than  others.  In  fact,  every 
agent  has  his  pet  ideas  on  this  subject:  ideas  that  they  have  em- 
ployed and  found  good  because  they  brought  results. 

Ray  T.  Eames  of  Fergus  Falls,  Minn.,  contributes  the  following 
as  his  method.  If  Mr.  Eames  has  found  this  effective,  it  must  be 
good — for  he  was  one  of  the  twenty-five  agents  who  visited 
Hartford  as  winners  in  The  Tower  Contest  for  accident  business. 
If  you  have  some  pet  ideas  along  this  line  that  you  have  found 
effective  in  your  territory,  get  them  down  and  send  them  in. 
They  will  doubtless  be  as  interesting  to  others  of  our  Field  Force 
as  the.se  are  to  you : 

"How  I  Play  the  Big  Stuff" 

"I  always  play  the  big  idea  in  selling  accident  insurance,  that  is, 
the  big  company  idea.  When  anybody  mentions  something 
about  some  smaller  company  not  well  known,  I  always  say,  'Why 
should  a  man  consider  anything  of  this  kind  when  you  have  a 
chance  to  buy  from  the  largest  and  oldest  accident  company  in 
the  U.  S.  ?'  I  always  make  it  seem  that  they  have  a  privilege  to 
buy  from  a  concern  as  large  and  well  established  as  The  Travelers. 

"Another  advantage  is  that  I  have  the  confidence  of  the  people 
in  my  territory.  They  say,  'Whatever  Eames  says  is  so.'  I  am 
very  careful  in  quoting  anything  in  my  own  policies  and  in  others, 
and  anyone  buying  a  policy  from  me  knows  that  he  is  getting  just 
the  policy  that  is  represented  to  him. 

"Of  course  the  business  cannot  be  gotten  without  hard  work. 
I  am  a  continuous  worker,  and  the  faster  I  work  the  more  I  sell. 
I  sell  my  prospect  'most  always  on  the  first  interview." 


The  Treasury  Department  announced  that  only  two  of  the 
twelve  former  service  men  who  were  killed  by  the  explosion  in 
Wall  Street  had  maintained  their  government  war  risk  insurance 
after  being  discharged.    Each  carried  a  $10,000  policy. 

[Neiv  York  Times. 

In  the  insurance  business  you  can  plant  and  cultivate  with 
advertising  but  you  can  harvest  by  hand  only.  Advertising  will 
sow  the  seed  and  help  make  the  prospects  grow  but  the  agent 
must  get  out  in  the  field  to  gather  the  fruit. 


Those  leaders  in  that  1920  Fall  Accident  Campaign  certainly  haven't  heard  of  any  depression 
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THAT  WRECKLESS  PEDESTRIAN! 

Is  the  automobilist  always  responsible  for  injury  to  a  pedestrian? 

Although  the  number  of  accidents  due  to  motor  cars  has  risen 
because  of  the  great  increase  in  the  number  of  cars,  it  has  been 
shown  by  statistics  compiled  by  the  National  Safety  Council 
that  the  rate  has  decreased  slightly.  This  decrease,  asserts  Frank 
B.  Ansted,  president  of  the  Lexington  Motor  Company,  is  a 
credit  to  the  intelligence  of  the  drivers  of  motor  vehicles. 

Speed,  he  believes  is  not  necessarily  a  factor  in  accidents  occur- 
ihg  to  pedestrians.  Few  are  killed  or  injured  by  fast  moving 
cars,  for  the  pedestrian  takes  a  chance  on  crossing  in  front  of  a 
slow  moving  car  which  he  would  not  think  of  taking  with  a  fast 
moving  machine.  At  the  same  time,  a  perfectly  controllable 
machine  will  tend  to  lessen  the  number  of  accidents.  One  of 
the  chief  faults  may  be  poorly  designed  or  badly  adjusted  brakes. 
Another  may  be  an  equalizer  that  does  not  equalize,  because  of 
mechanical  deficiencies. 

Of  particular  importance,  adds  John  D.  Mansfield,  general 
sales  manager  of  the  Dort  Motor  Car  company,  is  watching  out 
for  children  at  all  times.  They  do  not  know  the  traffic  rules,  and 
there  is  no  telling  when  they  will  jump  out  from  a  bunch  of 
kiddies.  It  is  up  to  the  motorist  to  help  the  little  ones  who  cannot 
help  themselves. 

Pedestrians  are  slower  in  learning  the  laws  of  traffic  than  are 
motorists,  for  the  only  penalty  that  attaches  to  their  heedlessness 
is  their  own  liability  to  accident.   But  they  are  learning.  They 
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mind  the  police  much  better,  and  fewer  of  them  cut  'cross  lots 
on  the  busy  avenues. 

Yet  so  long  as  automobile  accidents  continue  to  fill  the  news- 
papers, the  motorist  must  continue  to  cling  to  his  Travelers 
automobile  liability  policy,  for  the  consensus  of  public  opinion 
.still  lays  the  responsibility  for  the  accident  upon  his  bank  account 
— and  while  the  rate  of  accident  is  gradually  decreasing,  the  num- 
ber of  accidents  is  steadily  increasing. 

"Safety  in  the  Machine  Shop,"  the  new  book  issued  by  The 
Travelers,  is  winning  golden  opinions  from  owners  of  factories 
and  shops  who  have  seen  it.  It  is  a  good  means  of  approaching 
uninsured  concerns. 


DISTURBING  THE  DYNAMITE 

"What  is  this  Travelers  Service  you  mentioned.'"  asks  the 
prospective  policyholder.  "How  is  it  going  to  help  me  in  my 
business?" 

Recently  we  told  of  a  case  where  a  manufacturer  called  upon 
the  Company  for  assistance — and  the  Travelers  inspector  who 
answered  his  call  saved  him  the  price  of  a  new  boiler  and  the 
cost  of  a  long  shut-down.  But  sometimes  Travelers  Service 
reveals  conditions  that  the  manufacturer  himself  did  not  know 
existed  in  his  plant. 

In  one  of  their  periodical  inspections  of  a  machine  plant,  our 
inspectors  discovered  a  large  quantity  of  dynamite  packed  away 
in  the  store-room  of  the  company.  Dynamite  is  ill-natured  stuff 
to  have  around,  and  had  anyone  been  careless  in  that  vicinity 
there  might  have  been  trouble. 

It  appears  that  the  company  used  small  quantities  of  dynamite 
once  or  twice  a  year  for  breaking  up  castings,  and  they  were 
in  the  habit  of  buying  just  what  they  needed  at  the  time.  On 
one  occasion,  however,  the  man  who  was  sent  out  to  buy  the 
dynamite  bought  more  than  was  needed,  and  so  he  put  what 
was  left  over  into  the  store-room.  Our  inspector  reported  this 
to  the  management,  and  the  explosive  was  immediately  removed. 

Travelers  inspectors,  who  visit  the  premises  of  our  assured 
periodically,  frequently  reveal  dangerous  conditions — conditions 
which  the  management  know  nothing  of  themselves,  but  which 
might  at  any  moment  cause  a  serious  disaster.  Not  only  do  our 
inspectors  discover  these  conditions,  but,  more  important  still, 
they  outline  measures  by  which  the  conditions  can  be  remedied. 


A  SURPRISE  FOR  YOUR  MEN! 

"I  personally  feel  there  is  no  better  time  to  buy  Group  Insur- 
ance than  now  for  the  reason  that  employees  realize  there  is 
plenty  of  help  available  and  they  are  not  expecting  Group  In- 
surance or  anything  else  that  an  employer  is  not  obliged  to  give 
them;  therefore  I  feel  the  time  is  ripe  to  introduce  this  or  any 
other  plan  of  welfare  work."  [An  employer  who  has  just  taken 
out  group. 

A  great  deal  of  paymaster  hold-up  insurance  is  written  with  the 
assistance  of  bank  officials.  If  it  is  pointed  out  to  them  that  the 
money  which  they  are  loaning  employers  for  payrolls  should  be 
protected  with  robbery  insurance  and  good  robbery  insurance 
such  as  The  Travelers  issues,  they  will  suggest  such  protection 
ivith  a  tone  of  requirement. 


No  employer  too  small  for  wholesale  life  insurance,  none  too  big  for  group 
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This  picture  uf  the  Travelers  Home  Office 
was  used  at  the  head  of  a  column  in  The 
Travelers  Record  of  January,  1897. 


The 

Tower  Window 

The  Office  Cat,  who  claims  direct  descent 
from  Puss  in  Boots,  woke  from  a  nap  and 
remarlced:  "Shoes  are  expensive,  heaven 
knows;  but  you  don't  have  to  back  them  up 
to  a  filling  station  every  few  days!" 

Yes,  shoe  leather  is  a  light  overhead ! 


BUT  SHE  HIT  ONE  OF  THEM 

Mr.  Higginson  had  been  away  from  home 
for  a  week,  and  on  his  return  found  that 
burglars  had  visited  the  house  during  his 
absence,  and,  although  one  had  been  wound- 
ed, they  had  succeeded  in  getting  away. 

"And  so  you  shot  a  burglar  while  alone  and 
unprotected?"  he  said  to  his  wife.  "You  are 
a  brave  little  woman!  What  became  of  him?" 

'  'The  other  man  carried  him  off,"  she  replied . 

"The  other  man?"  he  asked. 

"Yes,"  she  said,  "the  one  I  aimed  at." 


Bill  says:  "The  best  monument  a  man 
can  leave  to  his  memory — far  more  useful 
and  appropriate  than  the  finest  shaft  of 
marble  or  granite — is  a  home  unencumbered 
by  his  debts,  a  home  where  the  wolf  of 
hunger  and  want  is  held  from  the  door  by  a 
substantial  income  from  his  life  insm-ance 
policy." 


A  man  strode  into  an  uptown  insurance 
agency. 

"You  fellows  have  helped  me  out  of  a  lot 
of  my  difficulties,"  he  said.  "I  wonder  if  you 
can  do  anything  for  me  here.  We've  got  a 
new  cook,  and  she  really  can  cook — but  she 
breaks  darn  near  every  dish  she  lays  hands 
on.  Can't  you  sell  me  a  property-damage 
policy  on  my  cook?" 

We  fear  that  he  must  have  turned  away 
disappointed. 

*  *  * 

SOME  PEOPLE  CALL  THIS  HUMOe! 

A  Grand  Rapids  insurance  agent  has  been 
mysteriously  missing  for  several  days,  and  it 
is  feared  someone  may  have  done  away  with 
him.  The  case  is  all  the  more  mysterious, 
so  some  madwag  rises  to  remark,  because  the 
new  prospect  whom  the  agent  meant  to  ap- 
proach that  afternoon  is  able  to  prove  a 
complete  alibi. 

*  *  * 

WHY  INSURANCE  ADJUSTERS  GO  CRAZY 

A  Birmingham  negro  took  out  a  life  in- 
surance policy,  and  recently  his  wife  came 
into  the  offices  of  the  company  and  ex- 
plained that  she'd  like  to  "collec'  some  o' 
dat  'surance." 

"Collect  some  of  it?  That  wouldn't  be 
possible.  If  the  insured  is  dead  we  will  pay 
it  all,"  the  manager  replied. 

"Yo'  'low  to  pay  me  a  thousand  dollars 
ef  mah  ole  man  is  killed,  don'  yo'?"  the 
woman  asked. 

"Yes,  certainly.    Has  he  been  killed?" 

"Not  perzactly,"  she  responded,  "no,  sah. 
But  he  done  fell  offen  de  roof  an'  half  killed 
his  se'f,  an'  Ah's  in  half  mo'nin',  an'  Ah 
'lowed  yo'all  would  maybe  pay  me  half  dat 
money." 

*  *  * 

Talking  religion  or  politics  leads  to  trouble. 
Talking  insurance  leads  to  business. 

*  *  * 

A  Travelers  life  insurance  policy  in  a 
young  man's  pocket  is  proof  of  his  sound 
buying  judgment — a  judgment  that  appre- 
ciates the  strength  and  reliability  of  The 
Travelers  as  well  as  the  benefits  of  guaranteed 
low-cost  insurance. 


One  reason  why  a  driver  never  knows  just 
what  a  pedestrian  is  going  to  do  is  that  the 
pedestrian  doesn't  either. 

[Detroit  Motor  News. 

But  most  pedestrians  know  darn  well  they 
are  going  to  sue  for  damages  if  they  do  get 
hurt. 

*    *  * 

SOME  PROSPECTS  WOULD  SYMPATHIZE 

A  smartly  dressed  woman  was  sitting  in 
an  omnibus,  when  a  quiet -looking  young 
man,  in  getting  in,  accidentally  trod  on  her 
foot. 

She  talked  to  him  for  ten  minutes,  and 
finally  wound  up  by  saying: 

"A  gentleman  would  have  apologized." 
The  young  man  bowed  and  calmly  said: 
"A  lady  would  have  given  me  a  chance." 

[Minn.  Morning  Tribune. 
4i    *  * 

When  you  married  you  took  a  girl  away 
from  a  good  comfortable  home.  If  you're 
any  kind  of  a  sport,  you'll  see  to  it  that  she 
always  has  one.  Underwrite  your  good  in- 
tentions with  a  Travelers  Monthly  Income 
policy. 


THE  HIGH-POWERED  CAR 

Redd — When  you  come  to  think  of  it,  an 
automobile  is  a  powerful  thing. 

Greene — What's  on  your  mind  now? 

Redd — Why,  you  know  an  automobile  with 
one  horn  can  throw  a  man  farther  than  a  cow 
with  two.  [Yonkers  Statesman. 


SQUIRREL  FOOD 

The  squirrel  has  got  a  heap  of  sense. 
He  never  worries  about  expense; 
Though  he  lives  high,  he  pays  no  rent. 
And  the  coat  he  wears  never  cost  a  cent; 
He  doesn't  pay  any  income  tax. 
And  his  hardest  problem  is  the  nut  he 
cracks. 

Yet  the  squirrel  is  frugal  and  he  does 

not  waste 
The  gifts  of  Nature  that  are  to  his  taste. 
For  he  banks  his  surplus  where  it  may 
•  be  had 

When  the  nights  are  cold  and  the 

weather's  bad. 
He  knows  the  wisdom  of  tucking  away 
As  much  as  he  can  for  a  rainy  day. 

Have  you  got  the  sense  that  the  squirrel 

displays? 

Are  you  looking  out  for  the  rainy  days? 
Suppose  there  should  come  a  financial 
smash. 

What  would  you  do  for  the  ready  cash? 
The  familiar  old  saws  are  mostly  true — • 
"You  can't  eat  your  cake  and  have 
it  too."         [Albert  M.  Sterling  in  the 
American  Woolen  Employees'  Roo.ster. 


When  a  man  will  not  buy  accident  insurance  and  says  lie  will  "take  a  cliance"- 
taking  a  cliance,  and  a  big  one  too 
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AN  ANIMATED  CONSCIENCE- 
TICKLER 
"I  know  a  young  fellow,"  a  prominent 
insurance  man  said,  "who  just  can't  be 
turned  down. 

"He  fairly  eats  up  these  tough  birds  that 
nobody  else  is  able  to  do  anything  with — and 
I  want  to  tell  you  it's  an  inspiration  to  watch 
him. 

"The  first  time  he  tackles  one  of  these  well- 
known  hard  guys,  he  not  infrequently  comes 
out  of  the  oflBce  in  a  hurry.  I  don't  say  they 
actually  kick  him  out — but  they  show  him 
the  door  in  no  uncertain  manner. 

"Two  or  three  days  later  he  drops  around 
again.  'No,'  he  says,  when  they  tell  him 
they  don't  want  any  insurance,  'no,  I  didn't 
come  in  to  sell  you  any  insurance;  I  just 
came  in  to  say  'Good  morning'  and  to  see 
how  you're  getting  along.' 

"Well,  he  keeps  right  in  touch  vath  the 
party,  dropping  in  every  little  while,  until 
finally  he  comes  back  with  the  application. 
It's  his  persistence  that  puts  it  over.  You 
know,  if  a  fellow  really  needs  insurance  and 
yet  doesn't  want  to  spend  the  money,  he 
may  turn  down  an  agent  kind  of  brusquely 
just  to  sort  of  kid  himself  along  and  make 
himself  think  he  doesn't.  But  his  con- 
science knows  he  does — and  every  time  he 
gets  reminded  of  it,  that  feeling  grows  strong- 
er. Finally  he  buys — to  secure  for  himself 
peace  of  mind." 


SERVICE  VS.  SANDWICH  BOARDS 

Travelers  Service  needs  no  orators  to 
advertise  it  in  bombastic  phrases,  no  saxa- 
phones  to  blare  forth  its  merits,  no  sand- 
wich boards  to  blurt  out  its  value  to  the  man 
on  the  street  corner. 

Travelers  Service,  in  truth,  is  its  own  best 
advocate.  In  a  quiet  way,  the  satisfaction 
which  it  affords  to  every  policyholder  in  time 
of  need,  through  prompt  and  generous 
settlement  of  claims,  spreads  through  entire 
communities,  winning  tribute  even  from  the 
daily  press. 

Every  Travelers  man  is  a  minute-man. 
He  is  on  the  job  sixty  seconds  in  every 
minute  and  sixty  minutes  in  every  hour. 
Miss  Doris  Fisher,  driving  her  father's 
Oldsmobile  .sedan,  struck  George  Gausman,  a 
Brooklyn  man  who  was  touring  on  his 
motorcycle  to  Niagara  Falls,  on  Fall  street  in 
Seneca  Falls.  He  was  thrown  from  his  ma- 
chine and  badly  bruised. 

The  Fisher  car — we  are  quoting  now  from 

Time  now  to  go  out  and  s 


Health 
Insurance 
for  Boilers 

The  health  of  a  steam  boiler  is  dependent 
to  a  great  extent  on  the  feed  water.  Boiler 
insurance  policyholders  of  The  Travelers 
may  have  their  feed  water  analyzed  by 
chemists  in  the  research  laboratory  at  the 
home  office  of  The  Travelers.  Recom- 
mendations will  then  be  made. 

Travelers  steam  boiler  inspection  and  in- 
surance is  service  and  insurance  plus 

THE  TRAVELERS 

L.  F.  BUTLER,  PRESIDENT 
HARTFORD,  CONNECTICUT 

ACCIDENT  AUTOMOBILE  BURGLARY 

LIFE  STEAM  BOILER  PLATE  GLASS 

LIABILITY  COMPENSATION  AIRCRAFT 

HEALTH  GROUP  ENGiNE 


the  Seneca  Falls  paper — was  insured  with 
M.  E.  O'Brien  in  The  Travelers.  Mr. 
O'Brien  was  called,  and  the  injured  motor- 
cyclist was  instructed  to  call  on  the  claim 
department  a  little  later,  where  his  claim  for 
damages  was  satisfactorily  settled,  and 
within  an  hour  he  was  on  his  way  to  the 
Middle  West  again. 


AMERICAN  INCOMES 

No  wonder  the  insurance  business  is  good. 
The  annual  incomes  of  Americans  exceed 
$.50,000,000,000  — fifty  billion  — an  amount 
greater  than  the  incomes  of  English,  French, 
and  Germans  combined.  There  were  39,000 
individual  subscriptions  to  the  recent  French 
loan  in  America,  and  the  issue  was  so  greatly 
oversubscribed  than  only  applications  rang- 
ing from  $100  to  $4,000  were  filled  in  full. 


During  the  "No-Accident  Week"  at 
Hamilton,  Ont.,  there  were  apparently 
double  the  number  of  accidents. 

[New  York  Commercial. 

Well,  if  you  don't  believe  in  danger-preven- 
tion movements,  it's  easy  enough  to  double 
the  size  of  your  XD  policy. 

;e  multiple  people  about  multiple  lin 


THE  OLDEST  BURGLAR  ALARM 
IN  THE  WORLD 

In  Tibet  the  Tartars  have  what  is  possibly 
the  oldest  burglar  alarm  in  the  world.  It  was 
invented  as  a  precaution  against  the  robbing 
of  tombs.  When  a  royal  personage  died  in 
Tibet  he  was  buried  with  all  his  jewels  and 
precious  robes. 

To  protect  these  treasures  from  vandals 
the  Tibetans  erected  an  arch  of  .sharply 
pointed  arrows  and  whoever  passed  under 
this  trod  on  a  release  which  discharged  the 
arrows  in  quick  succession.  This  invention, 
hidden  around  the  temples  and  tombs  of  the 
rich  Tartars,  was  doubly  eflBcient,  as  it  pro- 
tected property  as  well  as  executed  justice 
without  unnecessary  trial  by  jury. 

Some  people  in  this  country  have  tried  to 
emulate  the  Tartars  and  have  placed  spring 
guns  and  mantraps  around  their  premises. 
But  the  usual  result  has  been  either  like  that 
of  the  famous  gallows  that  Haman  built — 
it  was  Haman  that  got  the  noose — or  some 
innocent  party  blunders  in  and  is  killed  and 
injured.  This  method,  besides  being  danger- 
ous and  impractical,  is  forbidden  by  law — 
and  the  best  thing  that  the  property-owner 
can  do  is  to  fall  back  on  the  old  reliable 
standby — a  Travelers  burglary  policy. 


TWO  CHANCES  TOO  MANY 

The  messenger  of  a  big  Chicago  bank  took 
a  chance.  It  cost  his  bank  exactly  $70,000. 
This  old  employee  of  the  bank  usually  was 
accompanied  by  a  police  officer  when  he 
carried  a  big  roll  from  one  bank  to  another. 
On  this  particular  day  he  couldn't  find  the 
policeman,  so  he  set  forth  alone  to  make  the 
deposits  of  the  day  in  a  Loop  bank.  He  got 
as  far  as  the  elevated  station  steps  when 
three  men  leaped  out  of  an  automobile 
with  drawn  pistols,  relieved  him  of  his  black 
bag,  and  escaped. 

A  few  minutes  later,  in  another  part  of 
the  city,  scores  of  people  watched  a  lone 
highwayman  rob  an  officer  of  a  cloak  com- 
pany of  a  $2,900  payroll. 

Both  of  these  men  were  taking  long  chances 
in  carrying  large  sums  of  money  ■without 
sufficient  protection.  But  the  directors  of 
the  bank  and  the  officers  of  the  clothing 
company  had  taken  a  more  foolhardy  risk 
if  they  had  not  protected  their  deposits  and 
payroll  with  hold-up  insurance. 


When  an  agent  runs  on  a  flat  tire  he 
needs  a  friend  to  blow  him  up. 

s  and  get  multiple  dollars 
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SPEAKING  OF  GARAGE  COVERAGE! 

The  agency  of  J.  E.  Lutz  &  Company,  in 
Knoxville,  Tenn.,  which  is  accredited  with 
a  population  of  77,000  at  the  present  time  has 
coverage  on  twenty-fom-  garages,  sixteen 
of  which  are  in  Knoxville  and  eight  in  the 
smaller  towns  nearby.  All  of  these  policies 
have  property-damage  certificates  attached, 
and  in  most  cases  the  garages  have  com- 
pensation coverage  also.  Many  of  the 
Knoxville  garages  are  written  in  10/20  limits. 

The  motor  truck  dealers  of  Knoxville 
recently  held  a  demonstration  tour  covering 
the  surrounding  country  to  show  the  farmers 
the  use  of  the  motor  truck  in  connection  with 
farm  work.  Fifteen  dealers  participated. 
All  had  garage  liability  insurance,  and  nine  of 
them  were  in  The  Tkavelers.  One  was 
a  direct  factory  branch  and  was  insured  by 
the  factory.  The  other  five  were  covered  by 
dififerent  companies,  but  no  two  risks  were 
carried  by  any  one  company. 


THE  ANIMALS  SEEK  THE  BROAD  COVERAGE  OF  THE  ARK 


SIX  OUT  OF  SIXTY 

S.  L.  Fleischmann,  a  veteran  life  agent 
connected  with  the  Pittsburgh  branch,  says 
that  in  his  long  career  he  has  tried  out 
between  50  and  60  plans  of  finding  prospects 
but  now  employs  only  a  half  dozen. 

One  method  is  to  address  a  very,  very 
brief  letter  to  men  whose  names  appear  in 
social  directories  and  then  follow  them  up, 
arranging  a  list  of  twenty-five  geographically 
to  avoid  lost  motion. 

He  always  delivers  policies  in  person  and 
then  procures  from  new  jwlicyholders  names 
of  brothers  and  brothers-in-law,  and  requests 
permission  to  tell  these  relatives  that  their 
brothers  or  brothers-in-law  have  purchased 
particidar  form  of  insurance  in  a  particular 
amount. 

He  gathers  information  about  men  of 
means  and,  when  he  collects  a  list  of  men 
with  daughters,  he  approaches  them  on  life 
income  contracts.  Of  the  men  who  assert 
that  they  have  taught  their  daughters  how  to 
keep  as  well  as  how  to  spend  money  he  asks 
if  they  have  likewise  been  able  to  teach  their 
sons-in-law. 


While  W.  B.  Foster,  an  agent  of  The 
Travelers  at  Pittsburgh,  specializes  on  acci- 
dent business  he  uses  the  multiple  lines  of  the 
company  in  a  unique  way.  He  gets  the 
names  of  all  merchants  in  a  particular  district 
and  then  starts  on  a  store-to-store  canvass. 


Noah  was  the  only  one  who  prepared  for  a  rainy  day,  in  his  time. 
Nowadays  every  wise  person  has  full  Travelers  protection. 


When  he  discovers  that  one  of  his  prospects 
is  too  old  for  accident  insurance  or  doesn't 
look  the  part  of  a  good  risk,  does  he  fumble 
around  for  an  excuse  to  get  out  the  place.' 
No,  he  talks  plate  glass  or  mercantile  safe 
burglary.  Not  only  talks  it,  but  sells  it  or 
gets  the  expiration  date. 


the  Publicity  Department  of  the  Home  Office 
can  probably  supply  him  with  a  story  to 
meet  the  requirements. 


CONTRIBUTING  TO  MAGAZINES 

Office  Agent  Laurence  A.  Stone  of  the  New 
Orleans  Branch  Office  has  an  excellent  article 
on  the  value  of  automobile  insurance,  en- 
titled "Playing  Safe"  in  the  October  number 
of  the  Gulf  Coast  Motorist.  Needless  to  say, 
the  better  the  automobiling  public  under- 
stands insurance,  the  more  quickly  it  will  buy 
— and  anything  along  this  line  that  the  agent 
can  contribute  to  an  automobiling  maga- 
zine is  going  to  help  him  sell  more  insurance. 

If  any  agent  has  an  opportunity  to  con- 
tribute an  article  of  this  kind  to  a  magazine 
or  paper  in  his  district,  but  feels  unwilling 
to  accept  the  responsibility  of  writing  it, 


Judge  White  is  telling  with  relish  of  his 
encounter  with  a  certain  young  matron  in 
the  Wiltshire  district.  It  seems  her  husband 
had  been  spending  most  of  his  nights  at  the 
club  and  the  lady  hinted  to  his  Honor  that 
one  of  these  days  she  might  bring  the  matter 
into  court.  It  was  serious.  The  other  day, 
however,  encountering  the  judge  on  the 
street,  she  buttonholed  him,  saying: 

"Judge,  I'm  sorry  I  said  all  those  things 
about  my  husband.    He  is  all  right  after  all." 

"Why  the  change  of  heart?"  asked  White, 
curiously. 

"Well,  the  other  night  a  burglar  broke  into 
the  house  and  my  husband  laid  him  out  with 
a  poker.  I  had  heard  that  he  was  a  poker 
expert  and  now  I  understand.  The  dear 
boy  has  been  spending  his  nights  preparing 
for  just  such  an  emergency." 
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Still  time  to  write  some  group  policies  before  the  Holidays! 
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Keep  Down  the  Expense  of  Dog-Owning 

for  Your  Clients! 


BITTEN  BY  DOG;  ASKS  $10,000  j 

William    T.    Levrla     Enters  Suit 
AKalnat  J.  P.  Rnsaelt,  Jr. 

For  injuries  alleged  to  bave  been  sus- 
tained by  him  when  bitten  by  a  dog, 
William  T.  Lewis  sued  James  P.  Rus- 
sell, Jr.,  for  $10,000  in  Court  of  Com- 
mon Pleas  yesterday,  through  Simon  B. 
Sobeloff,  attorney.  It  is  alleged  that 
Lewis  was  bitten  by  the  dog  on  Dec- 
amber  11  last,  when  he  entered  th© 
jpremi»M_2735  St.  Paul  street. 


EVERY  town  has  its  pet  dogs;  every 
city  has  thousands  of  them.  Judg- 
ing by  this  clipping,  any  one  of  them 
may  develop  a  $10,000  appetite  al- 
most any  time.  And  what  would  your 
patron  say  if  his  dog  did  this — and  you 
had  not  protected  him  against  the 
consequences  ? 


Winter  is  almost  here.  Automobile  business  may  have  slackened  temporarily,  so  why 
not  round  up  a  little  of  this  public  liability  business,  which  is  dead  ripe  and  just 
waiting  to  be  picked? 

Dogs  are  only  one  of  a  thousand  things  that  start 
public  liability  claims.  Slippery  steps  and  walks  will 
soon  be  getting  in  their  deadly  work.  Falling  ice  and 
snow  will  give  employment  to  a  lot  of  lawyers  this 
winter. 


Sell  the  apartment  house  owner,  the  merchant,  the 
private  property  owner  their  liability  insurance  before 
they  are  faced  with  a  damage  suit! 


The  Holiday  Card  provided  by  The  Travelers  affords  a  bright  bit  of  good  cheer  for  the  employer  to 
use  in  announcing  group  insurance — on  Christmas  Eve,  say. 


I 


PROTECTION 


JINX  IS  BUSY  IN  WICHITA 

Working  Overtime  of  Late  in  This  Mid- 
Western  City 

When  somebody  once  said  that  misfortunes  never  come  singly 
he  came  pretty  close  to  hitting  the  nail  on  the  head.  Take  the 
city  of  Wichita,  for  instance,  in  Kansas,  the  cyclone  state.  It's 
been  struck  by  a  regular  whirlwind  of  bad  luck  lately. 

Burglars  were  quite  busy  around  town  one  week  end.  The 
largest  haul  was  made  at  a  pharmacy  on  the  main  street, 
where  thieves  rolled  the  large  safe  to  the  middle  of  the  store, 
robbed  il  of  all  cash  it  contained,  and  made  their  escape,  with 
$400  leaving  the  front  door  wide  open. 

Two  more  safes  were  blown  open  and  rifled,  one  at  a  dry 
cleaning  establishment,  and  another  at  the  city  ice  delivery 
company,  where  the  robbers  obtained  cash  and  Liberty  bonds  in 
excess  of  $2,100. 

Two  public  liability  suits  are  also  attracting  attention.  One  was 
instituted  by  a  woman  who  entered  a  theatre  last  July  while  the 
house  was  darkened  during  a  performance.  As  she  was  unfamiliar 
with  the  layout  of  the  floor,  she  fell  from  the  platform,  about  eight 
inches  high,  on  which  the  last  three  rows  of  seats  on  the  main  aisle 
of  the  theatre  were  raised.  In  falling  she  was  quite  seriously 
hurt,  and  was  laid  up  for  three  weeks,  during  which  she  was 
under  a  physician's  care. 

Now  she  is  asking  the  theatre  for  $3,000  as  recompense  for 
her  suffering,  and  $3,250  for  the  loss  of  income  necessitated  by 
her  absence  from  work.  And  unless  the  theatre  is  covered  by 
public  liability  insurance,  it  is  probably  agreeing  with  the  truth 
of  the  statement  that  it  is  better  to  be  insm-ed  and  not  need  it, 
than  to  be  without  insurance  when  the  need  arises. 

Another  woman  is  demanding  $15,722  from  an  electrical  com- 
pany. She  had  gone  to  the  office  of  the  company  in  her  capacity 
of  collector  for  another  company.  On  the  way  back  she  fell 
down  a  steep  dark  stairway,  which  she  declared  was  poorly  lighted. 

This  suit  brings  up  another  point  which  is  of  interest  to  owners 
of  buildings  of  any  kind.    A  landlord's,  owner's,  and  tenants' 
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policy  is  of  real  service  in  a  case  like  this.  For,  if  The  Travelers 
had  covered  the  premises  with  a  public  liability  policy,  either 
the  stairway  would  have  been  made  safe  through  the  agency  of 
the  expert  inspection  service  maintained  by  the  company  for  the 
benefit  of  its  policyholders  (by  the  way,  it  was  an  inspector  who 
told  us  the  story) — so  that  the  accident  would  not,  in  all  probabili- 
ty, have  occurred.  Or  else  The  Travelers  would  have  assumed 
all  responsibility  for  the  suit,  and  the  electrical  company  would 
have  been  spared  anxiety  and  expense. 

No  doubt  the  business  men  of  Wichita  are  preparing  themselves 
with  all  kinds  of  insurance  for  the  next  onslaught  of  this  kind 
which  strikes  town.   

It  is  very  comfortable  to  be  able  to  buy  things  when  the  neces- 
sity arises.  When  cold  weather  comes,  you  can  get  an  overcoat 
or  a  suit  of  clothes  at  short  notice.  The  grocery  store  and  meat 
market  are  at  hand  and  you  buy  as  you  need.  In  fact,  all  the 
necessities  can  be  obtained  at  almost  any  moment. 

We  get  what  we  want  when  we  want  it;  but  getting  insurance 
is  another  story! 

When  a  man  has  an  accident  and  wakes  up  to  the  fact  that 
he  has  no  accident  insurance,  when  he  is  sick  and  hasn't  the  life 
insurance  which  he  meant  to  take  but,  it  is  useless  to  telephone 
the  agent  who  has  been  soliciting  him  for  a  long  time  and  tell 
him  to  send  out  a  policy. 

Insurance  is  one  thing  which  has  to  be  bought  in  advance! 


WHEN  LIABILITY  INSURANCE 

WOULD  HAVE  SAVED  A  LIFE 

li\jmgmmmm  was  32  years  or  age. 
Three  years  ago  ho  ran  down  and 
killed  a  man  :  amed  L.ouis  Bnwriii. 
B«MgMMMM  was  e.\onerated  by  the 
.'coroner's  jury,  but  the  relatives  of 
£aMM  began  suit  for  .$10,000. 

The  case  was  tried  three  weeks  a&o 
and  resulted  in  a  disagreement.  It 
was  set  for  i-ehe.-ring-  next  week. 
BiwBiimiiiwii.  feared  an  unfavorable  ver- 
dict •would  sweep  away  all  his  prop- 
erty. This  and  the  memory  of  the 
Uillijig:  finally  drove  iiim  to  .suicide. 


There's  no  question  about  it,  peace  of  mind  is  one  of 
the  greatest  assets  a  man  can  fossess.  A  Travelers 
automobile  policy  allows  the  motorist  to  sleep  nights. 


"The  TRAVELERS— Your  Comfortable  Friend!" 
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OUR  PORTRAIT  GALLERY— 56 


IIIIIIIHIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIH^  Hill 

0^ 

^^^^^^ 

^^^^^K               m   ^^^^'^^  ^^^^^^^ 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 

W.  WITCHER  KEEN 
Manager  at  Richmond,  Va. 
Life  and  Accident  Departments 


LITTLE  ITEMS  FOR  YOUR  OWN  PAPER 
Reach  the  Women  by  Slipping  Reading  Notices  Into 
the  Personal  Column 

Wives  kill  more  or  less  good  life  insurance  business.  Once  in  a 
great  while  one  is  superstitious  and  fears  life  insurance;  now 
and  then  one  is  selfish  and  wants  the  premium  money  for  togs; 
some  are  just  thoughtless  of  the  future  and  very  much  alive  to 
the  possibilities  of  spending  the  money  for  the  comforts  of  today; 
most  of  them  do  not  understand  life  insurance  and  do  not  realize 
the  real  need  of  it.  There  is  one  very  effective  means  of  reaching 
them — through  the  columns  of  local  and  personal  news  in  the 
daily  and  weekly  papers  of  the  smaller  cities,  the  towns,  the 
villages  and  the  country  communities.  Is  there  an  English- 
reading  woman  in  any  such  community  who  doesn't  read  such 
columns.'  Can  she  escape  the  little  advertisements  that  are 
slipped  in  among  the  regular  news? 

Here  are  some  suggestions  for  Travelers  agents  to  use  in  their 
local  papers: 

More  and  more  loving  husbands  and  fond  fathers  are  concretely 
expressing  their  affection  for  their  families  by  buying  more  life 
insurance  for  their  protection  Phone  

Protection  for  the  whole  family — one  of  those  liberal  Travelers 
accident  policies  Phone  

In  this  enlightened  age  a  man  can  buy  an  investment  that  will 
protect  his  family  from  want  now  and  guarantee  his  wife  and 
himself  an  income  in  their  old  age.  Phone  

One  form  of  systematic  thrift  that  fits  the  needs  of  every  family 
is  life  insurance.  Various  forms  of  contracts  for  the  varying 
needs  of  different  families.    Ask   Phone  . 


IT  CANNOT  BE  MATCHED 

The  Travelers  twenty-payment  life  contract  with  guaranteed 
endowment  additions,  costs  annually  per  $5,000  age  35,  $191.50. 
At  the  end  of  fifteen  years  the  insured  can  discontinue  his  premi- 
ums and  obtain  a  paid-up  policy  for  $5,580,  $580  more  insurance 
and  five  less  annual  premiums  to  pay  as  compared  with  the  in- 
definite dividends  of  a  participating  contract. 

At  ike  end  of  the  twentieth  year,  the  insurance  contract  has  a  cash 
value  of  $4,250.75,  which  is  $420.75  more  than  has  been  paid  in 
premiums,  and  his  family  have  been  protected  by  the  $5,000 
insurance  during  this  period. 

Or  it  has  a  paid-up  value  of  $5,000,  and  $1,420,  in  cash,  equiva- 
lent to  over  37  per  cent,  of  all  premiums  paid. 

Or  it  has  a  paid-up  value,  subject  to  satisfactory  evidence  of 
insurability,  of  $7,750,  a  guaranteed  increase  of  insurance  of  55 
per  cent,  in  place  of  indefinite  dividends. 

When  you  run  up  against  the  competition  of  indefinite  divi- 
dends, place  these  facts  before  your  prospect  and  ask  him  if  the 
agent  who  is  trying  to  sell  him  a  participating  policy  will  get  his 
company  to  guarantee  that  its  results  will  equal  these.  Not  what 
he  hopes;  not  what  he  estimates;  not  what  the  company  thinks 
or  what  it  has  done  in  the  past  on  some  carefully  selected  policy, 
but  whether  it  will  guarantee  in  the  contract  results  equal  to  the 
above.    It  will  not. 


THE  GREATEST  BARGAIN 

The  greatest  bargain  is  life  insurance  in  the  time  of  its  need. 

The  claims  paid  by  The  Travelers  under  its  life  poliices  during 
six  months  prove  it. 

The  number  of  policies  paid  or  matured  was  779. 

The  amount  paid  in  benefits  was  $2,106,442. 

The  total  amount  of  premiums  paid  on  these  same  policies 
was  $818,278. 

The  families  or  the  insured  under  these  policies  received 
$1,288,164  more  than  the  cost  of  their  insiu-ance,  or  nearly  $2.57 
for  every  dollar  paid  in  premiums. 


There's  no  place 
like  Home — 
for  Accidents 

Down  deep  in  his  heart  every  man  holds  the  same  opinion  of  life  insurance — "/  need  it" 


[85] 
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A  TEST  FOR  THE  COMPENSATION  CARRIER 


Fifty  men  were  either  killed  or  injured  in  the  explosion  which  wrecked  this 
tanker,  while  she  was  undergoing  repairs  at  a  South  Brooklyn  ship  yard. 


THIS  IS  SERVICE! 

Travelers  Inspectors  Save  a  Manufacturer 
$11,000  on  the  Cost  of  New  Boilers 

A  Pennsylvania  concern  found  itself  up 
against  it.  Its  lap  seam  boilers,  twenty  years 
old,  had  been  condemned  by  the  State.  It 
was  necessary  to  buy  ten  new  boilers!  The 
management  had  about  decided  to  accept 
a  bid  offered  by  one  company  for  the  re- 
placement, when  they  remembered  that  the 
agent  who  had  sold  them  their  boiler  insur- 
ance had  said  something  about  the  wonder- 
ful service  offered  by  his  company.  Here  was  a 
good  opportunity  to  test  it,  and  to  find  out 
whether  it  was  really  worth  anything  to  them. 

They  called  up  The  Travelers  and  asked 
for  advice.  Two  men  went  to  the  plant 
immediately  and  looked  over  the  specifica- 
tions. On  careful  examination  they  discov- 
ered that  the  proposed  boilers  were  not  exact- 
ly what  the  company  needed.  They  were 
built  of  heavy  material  and  made  to  stand  a 
pressitte  of  175  pounds.  The  requirements  of 
this  factory  called  for  boilers  built  to  stand 
a  pressure  of  only  a  hundred  pounds. 

Our  experts  suggested  that  the  manager 
make  it  a  competitive  proposition  and  apply 


to  various  boiler  concerns  in  Western  Penn- 
sylvania for  bids,  ofiFering  to  check  up  the 
specifications  and  decide  which  was  best 
suited  to  his  needs. 

They  did  this,  and  efifected  him  a  saving  of 
approximately  $11,000,  the  difference  be- 
tween the  original  bid  which  he  had  decided 
to  accept  and  the  present  one  for  which  he 
placed  the  order. 

Travelers  Service  not  only  saves  lives  and 
money  by  correcting  conditions  which  might 
otherwise  cause  disastrous  explosions,  but  it 
also  saves  our  policyholders  a  lot  of  money 
by  supervising  the  installation  of  their  new 
boilers — guaranteeing  them  that  they  will 
receive  boilers  best  suited  to  their  needs  at 
the  lowest  possible  cost. 


OLD  FALLACY  EXPLODED 

Steam-Heating  Boilers,  With  a  Reputation  for 
Harmlessness,  Begin  Blowing  Up  as 
Winter  Comes  On 

Are  steam-heating  boilers  dangerous?  It 
seems  strange  that  anyone  should  ask  that 
question  in  view  of  the  large  number  of  steam- 
heating  boiler  explosions  that  have  been  re- 
ported in  the  newspapers  of  the  past  three 
months.  Of  course  we  don't  have  many  of 
these  explosions  in  the  summer,  for  the 
same  reason  that  few  people  are  killed  during 
that  season  by  falling  on  icy  sidewalks.  But 
just  as  soon  as  cold  days  come  and  people 
begin  to  prod  their  old  furnaces  up  to  make 
them  heat  a  little  more  hotly,  the  defective 
boilers  begin  to  give  way. 

One  exploded  recently  in  a  Grafton,  Mass., 
home.  The  explosion  occurred  at  the  exact 
moment  that  the  owner  opened  the  furnace 
door.  His  legs  were  fractured;  he  was  badly 
scalded;  and  he  was  sent  to  the  hospital  in  a 
critical  condition.  The  furnace  and  the  house 
were  badly  wrecked. 

It  is  worth  while  insuring  your  heating 
boilers  in  The  Travelers  just  to  secure  for 
yoiu-self  the  efficient  inspection  service  which 
will  go  a  long  way  toward  preventing  a  bad 
accident,  such  as  the  one  described  above. 
Incidentally,  steam-heating  boiler  explosions 
might  make  another  argument  for  accident 
insurance  protection  around  the  home. 


A  Philadelphia  church  used  life  insurance 
to  wipe  out  a  mortgage  on  the  property. 
Twelve  leading  members  took  out  fifteen- 
year  endowment  policies,  which  recently 
matured.  The  mortgage  was  burned  at  a 
jubilation  service. 


If  a  man  does  not  know  to  what  port  he  is 
steering,  no  wind  is  favorable  to  him. 

[Seneca. 


THAT  MISSOURI  COMPENSATION 
LAW  AGAIN 

The  Missouri  compensation  law,  which  has 
created  nearly  as  much  excitement  in 
Missourian  legislative  circles  as  the  League  of 
Nations  in  the  Senate,  was  defeated  by  a 
popular  referendum  on  November  2d. 
This  law  has  had  a  stormy  history;  it  was 
finally  passed  by  the  legislature,  and  was  to 
have  gone  into  effect  on  November  1,  1919; 
but  the  opposition  which  had  fought  it  bitterly 
during  its  course  through  the  Missouri 
legislature  would  not  give  up  so  easily,  and 
demanded  a  popular  referendum  at  the  next 
election. 

It  is  thought  that  a  bill  patterned  after 
the  defeated  law,  but  with  changes  to  meet 
the  objections  which  were  raised  to  the 
former  law  by  employers  and  labor  interests, 
will  be  introduced  at  the  next  session  of  the 
General  Assembly. 

No  man  will  ever  get  round-shouldered 
carrying  the  money  he  makes  by  "contem- 
plating." [Peoria  Squibs. 


Moral :  Insure  in  The  TRAVELERS 
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MURDER  WITH  ECLAT 

It's  Not  So  Much  What  You  Say  That 
Matters,  It's  How  You  Say  It! 

Gruesome  statistics,  unhappy  possibilities 
and  the  preaching  of  moral  duty  are  part  of 
the  necessary  stock  in  trade  of  the  salesman  of 
life  and  accident  insurance  He  can  deal  in 
these  things  and  get  himself  thoroughly 
despised.  Or,  he  can  deal  in  them  and  get 
results,  results  for  his  prospects,  their  bene- 
ficiaries and  himself. 

The  problem  is  one  of  how  to  present  the 
case. 

Some  men  instinctively  find  the  way. 
Others  have  to  study,  experiment,  analyze 
and  practice. 

The  Atlantic  Monthly  recently  contained 
a  story  that  illustrates  the  point,  "The 
Incomparable  Lady."  It  was  a  tale  of  the 
Chinese  emperor  and  his  relations  with  his 
wives.  The  plot  was  so  delicately,  capably 
and  delightfully  handled  that  the  story  found 
its  way  into  this  highly  esteemed  and  respect- 
ed literary  magazine.  The  same  plot, 
crudely  treated,  would  have  barred  from 
the  United  States  mails  the  periodical  that 
carried  it. 

Another  case  in  point:  Otis  Skinner  is 
appearing  in  a  new  play  with  a  plot  and 
action  closely  resembling  that  of  a  French 
detective  novel.  A  woman  is  murdered  on 
the  stage  in  the  second  act.  There  is  an 
abduction,  and  there  are  other  high  lights 
from  Paris  life.  But  so  skillfully  is 
each  situation  handled  that  the  play-goer 
comes  away  with  a  keen  sense  of  enjoyment 
and  pleasure.  Let  the  same  lines  be  used  by 
an  old  10-20-30  stock  company  and  there 
would  have  been  an  offensive  melodrama 
that  would  have  interfered  with  the  night's 
sleep  of  the  sensitive  theatre  patron. 

It's  the  way  you  say  a  thing,  as  well  as 
what  you  say,  that  counts. 


HOW  PETTRIC  PUTS  IT  OVER 

"I  firmly  believe  accident  insurance  to  be 
the  most  important  form  of  insurance  writ- 
ten," says  Frank  Pettric  in  a  letter  to  Manager 
Miller  of  Denver,  explaining  how  he  sells  so 
much  accident  insurance  around  Wausau. 

"Fully  enthused  with  that  idea  I  go  forth 
with  the  confidence  that  there  is  no  proposi- 
tion quite  so  good  as  that  of  The  Travelers, 
that  there  is  no  contract  quite  so  liberal  as 
The  Travelers',  and  no  rates  quite  so  low  as 
The  Travelers'  consistent  with  solvency  and 


the  equitable  methods  of 
claim  adjustment,  which 
characterizes  The  Trav- 
elers. 

"With  these  thoughts 
in  my  mind,  and  believ- 
ing that  my  services  are 
just  as  important  to  the 
community  as  those  of 
any  other  business  or 
professional  man;  believ- 
ing that  my  time  is  as 
valuable,  computed  in 
dollars  and  cents,  as  that 
of  most  business  men,  I 
call  on  them  and  sell 
them  the  proposition.  I 
think  every  agent  is  him- 
self, in  the  final  analysis, 
the  salesman,  and  must 
be  salesman  enough  to 
sell  himself  the  idea  first 
and  then  study  the 
methods  which  help  him 
sell  the  most. 

"These  I  enumerate  as: 
knowledge  of  your  prop- 
osition, faith  and  loyalty 
to  the  Company,  belief 
in  the  necessity  of  your 
profession,  a  keen  atten- 
tion to  your  personal  ap- 
pearance, which  should 
be  neat  but  not  flashy,  a 
fair   command  of  the 
English  language  which 
does  not  take  you  into 
the  use  of  words  which 
your  prospect  does  not 
understand,  a  consideration  for  the  needs  of 
your  prospect  in  regard  to  insurance,  a  study 
of  his  attitude  and  peculiar  characteristics, 
knowledge  of  psychology,  and  continual  hard 
work. 

"Specifically  I  would  say  I  call  on  the 
biggest  men  in  the  community.  I  specialize 
on  the  MDA  and  MDB  contracts.  I  call 
from  door  to  door  without  any  prepared  list 
of  prospects.  I  judge  my  man  as  I  enter  the 
door  and  talk  the  contract  which  I  think  fits 
his  needs.  I  lay  particular  stress  on  the  fact 
that  he  will  be  fortunate  if  he  is  able  to  get 
the  contract,  and  that  a  great  many  men  who 
would  like  to  have  it  can't  get  it." 


COLLAPSE  OF  A  BUILDING,  WHICH  WAS 
BEING  MADE  OVER,  IN  NEW  YORK 


"If  you  cannot  win,  make  the  one  ahead 
break  the  record." 


The  man  who  owned  the  store  on  the  corner 
had  to  go  on  with  business  during  the  alter- 
ations, though  he  protested.  When  the  build- 
ing fell  several  customers  were  injured. 


Ever  sell  any  insurance  to  women? —  there  are  12,000,000  of  them  in  industry 
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The 

Tower  Window 

r M  1  HERE'S  nothing  we  think  of  sooner  than 
-*    guaranteed  low-cost  life  insurance,  unless 
it  is  liability,  compensation,  accident,  group, 
automobile,  burglary,  boiler,  engine,  or  plate 

glass!    And,  of  course,  aircraft. 

*  *  * 

POOR   JUDGMENT   IN   SELECTING    HIS  VICTIM 

W.  Bailey  did  not  secure  his  horse  properly 
on  Dufferin  Street  where  he  left  it,  and  the 
horse  ran  away.  Its  mad  course  was  not 
interfered  with  until  it  collided  with  a  police 
auto  and  did  $53  worth  of  damage.  In  the 
Police  Court  yesterday  afternoon  he  wa^  re- 
manded on  a  charge  of  not  properly  securing 
his  horse  and  was  instructed  to  pay  for  the 
damage  to  the  police  vehicle. 

[Newspaper  clipping. 

*  *  * 

OUT-OF-TOWN  NOTES 

Perley  M.  Johnson  will  be  laid  up  for 
several  weeks  as  the  result  of  a  horse  kick. 

[Manchester  Union. 
J.  V.  Bell  is  improving  over  his  scare  which 
was  caused  from  a  snake  swallowing  his  toe. 

[Warren  Eagle-Democrat. 

*  *  * 

tact! 

Agent,  leaving  prospect  to  whom  he  has 
just  sold  an  accident  policy:  "Congratula- 
tions, Mr.  Jones.  I  think  you've  made  a 
wise  move  in  taking  out  this  insurance. 
Now  I  hope  you'll  soon  have  an  accident  and 
find  out  how  this  policy  works  for  yourself." 

When  a  prospect  says  that  his  u 


"Burglars,  please  close  the  doors  and 
windows  when  you  leave!" 

Mrs.  E.  J.  Dow,  a  Chicago  woman,  has 
considered  ordering  a  placard  to  this  effect 
as  the  result  of  a  burglary  in  her  home  not 
long  ago,  when  a  quantity  of  silverware 
keepsakes  were  stolen 

"Every  time  they  break  in  here,"  remarked 
Mrs.  Dow,  "they  leave  the  house  wide  open 
when  they  depart.    It's  very  annoying." 

That's  all  a  burglary  is  to  a  Travelers- 
insured  household — "annoying" — not  costly. 

*  *  * 

"So  you've  got  an  accident  to  report,  have 
you.'"  said  the  head  clerk  to  the  foreman  of 
the  works. 

"Yes,  sir,"  said  the  foreman;  then  he 
paused  a  while,  gnawing  his  pen  reflectively, 
before  handing  over  his  report: 

"Date:  March  31.  Nature  of  accident: 
Toe  badly  crushed.  How  caused:  Acciden- 
tal blow  from  a  fellowworker's  hammer. 
Remarks  " 

"Right,"  said  the  clerk.  "But  why  no 
'Remarks'?" 

"Well,  sir,"  replied  the  foreman,  slowly^ 
"seein'  as  'ow  you  know  what  Bill  is,  and 
seein'  as  'ow  you  know  that  it  was  'is  big  toe 
what  was  hurt,  I — well,  I  didn't  want  to  put 
'em  down." 

[Minneapolis  Morning  Tribune. 

*  *  * 

Dr.  Frank  Crane's  ten  rules  for  successful 
salesmanship  are  as  follows: 
I.  Be  agreeable. 
II.  Know  your  goods. 

III.  Don't  argue;  suggest  to  the  bu3'er, 
lead  him  and  let  him  come  to  his 
conclusions. 

IV.  Make  it  plain. 

V.  Tell  the  truth. 
VI.  Be  dependable. 

VII.  Remember  names  and  faces. 
VIII.  Don't  be  egotistical. 
IX.  Think  success. 
X.  Be  human. 

*  *  :*i 

PUTTING   IT  ROUGHLY 

"The  reason  I  carry  plenty  of  automobile 
insurance,"  said  an  experienced  motorist, 
"is  because  I  believe  there  are  three  classes  of 
people  on  the  road :  one  very  small  class  who 
have  heads  and  use  'em;  a  larger  class  who 
have  heads  but  don't  often  use  'em;  and  a 
big  majority  who  haven't  any  heads,  so  you 
couldn't  expect  'em  to  use  'em." 

>ife  "objects"  to  his  buying — go 


WHY  ACCIDENT  COMPANIES  WILL  NOT  INSURE 
ACTORS  IN  THE  TROPICS 

"  I  am  thinking  seriously  of  touring  South 
Africa  next  season,  Tom,"  remarked  a  well- 
known  comedian  to  another,  who  had  had 
some  experience  there. 

"Take  my  advice,  Charles,  and  don't. 
An  ostrich  egg  weighs  from  two  to  three 
pounds." 

*  *  * 

No  friendly  wind  is  going  to  pilot  your  ship 
into  the  port  of  profit.  You  must  map  out 
your  business  voyage  before  you  lift  the 
anchor  of  initiative,  or  set  the  sail  for  action. 

[Peoria  Squibs. 

*  *  * 

The  tendency  of  the  modern  man  is  to 
carry  as  large  an  amount  of  life  insurance  as 
he  can  pay  for  and  then  squander  the  balance 
of  his  earnings  in  his  living.  [Exchange. 

Don't  you  believe  it!  One  of  the  greatest 
benefits  in  life  insurance  is  that  it  creates  the 
habit  of  methodical  saving. 

You  never  saw  a  man  yet  who,  having 
established  the  habit  of  saving,  failed  to  fall 
in  love  with  seeing  the  savings  grow. 

*  *  * 

THE  TESTED  APPEAL 

For  advertising  there  are  rules  and  theories 
and  ideas.  Here's  a  somewhat  unorthodox 
ad  that  delivered  the  goods  even  though  it 
doesn't  comply  with  all  the  rules.  In  view 
of  the  fact  that  it  resulted  in  a  half-dozen 
orders  within  twenty-four  hours,  it  might  be 
classed  as  "a  tested  appeal." 

ABOUT  BURGLARS 

A  burglar  that  will  rob  a  minister's 
house  is  a  mean  cuss. 

We  once  heard  of  a  burglar  who  was 
a  "regular  fellow"  and  when  he  found 
he  was  in  a  minister's  house,  left  a 
$10  bill  and  departed  without  disturb- 
ing the  little  possessions  of  the  domi- 
nie. 

Be  that  as  it  may,  we  write  Burg- 
lary Policies  (for  a  small  premium) 
which  cover  Loss  from  these  night 
marauders  and  you  will  feel  much 
easier  in  mind  when  away  from  your 
residence  if  you  are  protected  by  one 
of  our  good  Burglary  Policies. 

Our  whole  business  is  Insurance! 

River  2-6-8  (If  that  is  busy  call 
3950). 

JuDD  &  Parsons  &  Parker 
Offices  in  5c  Savings  Bank  Building. 

and  sell  her  the  insurance  idea 
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MaMIiAMIB  MM'JF'lWlMfij  CcM.f-^^OTT 


September  8th,  1920 


C.  C,  Clothier,  Adjuster 
Travelers  Insurance  Company 
Ponca  City,  Oklahoma 

Dear  Sir: 

Some  time  ago  this  company  deemed  it  advisable  to  as- 
sist its  loyal  employees  to  guard  against  the  uncertainties  of 
life.    To  do  this  we  could  not  conceive  of  any  more  appropriate 
means  than  Group  Life  protection. 

We  feel  that  we  resolved  all  questions  in  favor  of  the 
employee  by  making  the  initial  sum  $1000,  and  the  period  of  em- 
ployment ninety  days. 

Our  first  claim  arose  through  the  death  of  Claud  C, 
Kelly,  viho  was  employed  by  our  company  as  a  piui^er  on  December 
1919. 

This  claim  was  paid  in  full  within  forty-eight  hours 
of  the  time  of  death  of  the  assured. 

We  might  say  this  was  a  God's  send  for  the  family,  as 
they  had  no  other  resources  to  defray  the  necessary  expenses. 

This  family  received  further  assistance  by  having 
three-fourths  of  Mr.  Kelly's  salary  paid  during  seven  weeks'  ill 
ness,  by  our  Travelers  Group  Accident  and  Health  Policy, 

Coming  face  to  face  this  way  with  the  needs  of  a  depend 
ent  family,  we  feel  certain  that  our  judgment  as  to  amount  and 
time  of  employment  was  entirely  correct. 

Thanking  you  for  the  prompt  manner  in  which  this  claim 
was  handled,  I  am 

Yours  very  truly. 


INg^RANCE  MANAGER. 
MJC/T  marl and  REPINING  COMPANY 
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THE  SADDEST  WORDS  OF  TONGUE 
OR  PEN— 

Agent  F.  M.  DeVore,  of  Independence, 
Kansas,  recently  solicited  a  fellow-citizen 
for  accident  insurance  and  received  the  reply, 
"No,  not  today."  Three  days  later  this  man 
cut  himself  while  shaving  with  a  "safety 
razor"  and  died  of  septicemia  six  days  from 
the  date  of  the  accident.  He  left  a  widow, 
but  no  insurance. 

About  a  month  ago  Mr.  M.,  of  Portland, 
Me.,  was  solicited  by  Special  Agent  R.  P. 
Mitchell,  for  accident  insurance.  The  pros- 
pect was  interested,  said  he  needed  the  insur- 
ance, but  he  could  not  do  anything  about  it 
at  that  time.  He  wouldn't  even  discuss  it 
except  to  tell  Mr.  Mitchell  to  come  back  in 
about  six  weeks. 

Less  than  three  weeks  later,  while  walking 
over  the  rocks  on  the  shore,  he  slipped  on  a 
bit  of  seaweed,  fell,  and  struck  his  head  on  a 
sharp  rock.  He  has  concussion  of  the  brain, 
and  the  doctors  state  that  he  will  probably  be 
permanently  and  totally  disabled. 

And  again:  From  a  letter  of  Agent  C.  E. 
Scribner  of  Underbill,  Vt.,  dated  Novem- 
ber 29: 

"I  return  life  policy  made  out  to  Mr  

At  the  receipt  of  this  policy,  I  saw  Mr  

and  tried  to  deliver  the  policy,  but  at  that 
time  he  was  short  of  money  and  asked  me  to 
wait  a  few  days  as  he  expected  a  check  on 
every  mail  which  would  put  him  in  a  position 
to  pay  for  the  insurance.  Soon  after,  he  was 
taken  ill,  and  died  yesterday.  This  is  a  very 
sad  case,  as  he  leaves  quite  a  family  and  also 
was  heavily  in  debt." 


THE  DANGERS  OF  HOME 

When  a  man  travels  afar  he  realizes  that 
there  is  a  certain  amoimt  of  danger  attached 
to  the  journey.  Often  he  takes  out  extra 
insurance  and  breathes  a  sigh  of  relief  when 
he  finally  reaches  his  destination.  His 
friends  assemble  at  the  station  and  give  him 
Godspeed,  then  anxiously  await  the  telegram 
that  assures  them  he  is  safe. 

It  will  come  as  a  shock  to  the  average 
person  to  be  told  that  accident  insurance 
companies,  however,  declare  that  home — 
every  man's  castle — is  really  the  most 
dangerous  place  in  the  world,  and  that  25 
per  cent,  of  all  accidents  take  place  in  the 
home.  This,  no  doubt,  is  due  to  the  fact 
that  he  never  thinks  of  danger  there  and 
is  oS  his  guard. 


The  accidents  that  may  happen  are 
multitudinous.  He  may  step  on  a  nail.  He 
may  start  the  kitchen  fire  with  kerosene,  or 
strike  a  match  to  see  if  he  has  any  gasoline 
in  the  motor  car.  A  foolish  thing  to  do,  but 
the  number  of  accidents  from  that  one  thing 
is  incredibly  large.  Again,  he  may  fall  from 
a  stepladder  while  hanging  a  picture,  or  he 
may  stumble  down  the  cellar  stairs  while 
going  for  his  evening  "hooch." 

The  wife  may — and  often  does — burn 
herself  severely  on  the  kitchen  range,  or 
while  using  the  curling  iron.  She  may  rise  to 
care  for  the  baby  and  stumble  over  a  chair 
or  table  in  the  dark,  and  be  laid  up  for  weeks. 
The  innocent  appearing  sewing  machine  is 
responsible  for  many  grave  accidents.  The 
commonplace  task  of  splitting  kindling  wood 
is  responsible  for  many  more. 

"If  home  is  so  dangerous,  where  then  can 
safety  be  found?"  cries  the  average  citizen- 
Paradoxically  enough  it  is  what  is  ordinarily 
thought  to  be  a  place  of  greatest  hazard.  To 
come  back  to  the  accident  insurance  com- 
panies again:  they  declare  that  the  safest 
place  in  the  world  is  a  first-class  steamship, 
and  the  next  safest  is  a  passenger  train 
possessing  a  good  roadbed. 

[Memphis  News-Scimitar. 


NOT  NECESSARILY  SELFISH 

"Well,  I  put  it  over  on  that  champion, 
long-distance,  plain-and-fancy  egoist!" 
"How  come,  Rufus.''" 

"Well,  I  argued  with  him  about  life  in- 
surance in  front  of  his  wife  and  he  wouldn't 
lift  his  nose  over  the  top  of  the  paper.  I 
spoke  of  his  wife  and  his  children;  what 
he  owed  to  them;  what  it  would  do  for  him 
if  he  were  permanently  and  totally  disabled; 
how  little  it  cost;  how  much  it  gave;  how 
it  would  help  him  to  save.  You  would  have 
thought  he  was  making  so  much  money  read- 
ing the  paper  that  he  didn't  have  time  to 
listen.  He  sat  as  if  his  lips  were  sewed 
together,  until  I  said:  'Of  course  you  know 
this  insurance  will  pay  you  an  equal  amount 
in  case  your  wife  dies.' 

"  'What's  that?'  said  he. 

"I  went  right  along  as  if  I  had  been 
discussing  that  proposition  from  the  first. 
'That's  it,'  said  I,  'if  either  of  you  dies,  the 
other  has  the  insurance.' 

"With  that  he  put  the  paper  on  a  chair 
and  sat  on  it  and  in  about  thirteen  minutes 
he  had  signed  his  name  to  a  joint  survivor- 
ship policy". 


"You  called  him  a  champion — what  was 
it,  now?"  said  the  manager. 

"Well,  that's  what  he  was,  wasn't  it?" 

"No.  He  might  have  looked  at  it  in  a 
dififerent  way.  He  had  two  children.  Suppose 
his  wife  had  died  and  had  left  him  behind. 
Who  would  take  care  of  the  house?  Who 
would  look  after  the  children?  He  would 
have  to  hire  a  housekeeper  or  governess. 
A  wife  is  an  important  economic  factor  in  a 
family.  Rather  complimentary  to  her  abil- 
ity, wasn't  it?  Selfish,  wise,  or  wisely  selfish, 
who  knows!  After  all  in  taking  a  joint  sur- 
vivorship policy  he  played  equals.  Many 
is  the  man  to  whom  I  have  sold  the  joint 
survivorship  annuity  when  I  couldn't  sell 
anything  else." 


AGENCY  ITEMS 

Agent  Lindley  C.  Robbins,  of  Philadelphia, 
during  his  first  six  weeks  as  a  full-time  agent, 
has  made  an  enviable  record,  which  clearly 
demonstrates  the  possibilities  of  our  business 
to  the  new  man.  In  the  period  from  October 
1st  to  November  13th  he  wrote  $150,000 
life  insurance  and  $620  accident  and  health 
premiums,  two-thirds  of  which  was  paid  for 
during  that  period. 

A  record  equally  good  is  that  of  Alden  S. 
Price,  of  Syracuse,  who  during  his  first  four 
weeks  has  produced  $39,500  life  insurance  and 
$653  in  accident  and  health  premiums. 

The  Fall  Campaign  was  supplemented  by 
the  agents  of  the  Atlanta  Branch  Oflice  with 
a  local  contest  for  supremacy  as  to  individual 
accident  production. 

At  a  special  session  of  the  Life  and  Accident 
Training  School  held  at  the  Home  OfiBce, 
Nov.  29th  to  Dec.  11th,  the  following 
special  agents  were  graduated:  ClifiFord  M, 
Carter,  Indianapolis;  Julian  S.  Gilmour. 
New  York  City;  Charles  E.  McDermott, 
New  York  City;  Aubrey  C.  Moore,  Indian- 
apolis; and  Edward  L.  Stites,  Grand  Rapids, 
Mich. 


Arthur  D.  Dozois,  Montreal,  P.  Q.,  has 
been  transferred  to  the  Albany  Branch  Office, 
as  assistant  manager.  Compensation  and 
Liability  Department. 


There's  no  reason  why  a  man  should  hold  off 
from  buying  life  insurance.  Life  insiu-ance 
prices  never  went  up,  so  consequently  are 
not  due  for  a  drop. 


The  "best"  life  or  accident  insurance  policy  is  not  the  same  policy  for  every  man. 
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The  best  arguments  for  life  and  group  insurance  are  the  "hundred  neediest  cases"  printed 

by  city  newspapers  at  this  season 
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NO  DEPRESSION  IN  THE  SUING  INDUSTRY 

Five  Pointed  Arguments  for  Five  Different  Lines  of  Liability  Insurance 

$150,000  SUIT  FOR  AUTO  INJURIES 

A  Pennsylvania  woman  is  being  sued  for  $150,000  in  a  Berkshire,  Mass., 
superior  court.  The  plaintiff  alleges  that  she  was  struck  by  an  automobile  driven 
by  the  defendant's  chauffeur  in  WUliamstown,  Mass.  She  asserts  that  she  sus- 
tained serious  injuries. 

LIABILITY  COST  THEATRE  OWNER  $16,000 

An  actress,  playing  in  "Sinbad,"  withdrew  her  suit  for  $50,000  against  the 
Casino  Theatre  Company  when  the  theatre  company  settled  with  her  out  of 
court  for  $16,000.  She  was  seriously  injured  when  a  defective  banister  gave  way, 
and  allowed  her  to  drop  from  the  fourth  to  the  third  floor  of  the  theatre. 

ELEVATORS  CAN  BE  COSTLY  CONTRIVANCES 

Justice  Delehanty,  of  the  New  York  Supreme  Court,  presented  a  seventeen- 
year-old  boy  with  a  Christmas  present  of  $40,000.  Only  it  was  not  the  Judge 
who  actually  paid  the  money.  A  New  York  printing  and  book-binding  plant 
was  forced  to  do  this,  because  the  boy  lost  the  sight  of  one  eye  and  broke  his 
nose  in  an  elevator  accident  in  a  building  belonging  to  the  printing  company. 
The  boy's  mother  received  an  additional  $5,000  for  loss  of  his  services  and 
her  trouble. 

$150,000  AIRPLANE  CRASH 

A  Northern  Minnesota  aviator  finds  himself  facing  a  $150,000  suit  as  a  result 
of  an  accident  when  his  machine  dropped  into  a  crowd  and  injured  several  per- 
sons. One  woman,  who  says  that  she  sustained  serious  injuries,  is  bringing 
suit  against  the  plane  owner  for  $150,000. 

THE  OLD  STAIRCASE  AGAIN 

A  Concord,  N.  H.,  merchant  recently  paid  $1,200 — at  the  instance  of  the 
superior  court — to  settle  a  public  liability  claim  which  had  been  hanging  over 
him  for  some  time.  About  a  year  ago,  the  claimant  received  serious  injuries 
when  she  fell  through  an  unguarded  staircase  in  the  defendant's  store. 

7/  there  w  ever  a  time  when  a  man  is  justified  in  congratulating  himself  on  his 
foresight,  it  is  when  a  claimant's  lavyyer  calls  to  inform  him  that  he  is  being  sued  for 
$50,000  for  -personal  injuries  {but  which,  the  lawyer  whispers,  can  be  settled  out  of 
court  for  $16,000),  and  he  can  reply: 

"Carry  the  case  to  The  Travelers;  they  are  my  attorneys." 


Telegraph  pole  hanging  by  three  vnrea 
after  a  street-car  accident  in  Alexandria, 
Ind.  Inspector  Bradshaw  canvassed  the 
people  who  stood  under  this  "sword  of 
Damocles"  and  found  that  not  one  had  an 
accident  policy.  People  like  that  make 
claims  if  they  get  hurt.  Certainly  I 


A  prosperous  and  happy  New  Year  to  all  Travelers  people! 
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EXEMPT  FROM  CREDITORS'  CLAIMS 
A  Man's  Obligations  to  His  Family  Comes 
Before  Those  to  His  Creditors 

An  insurance  policy  payable  to  the  wife  and  children  or  the 
designated  beneficiary  of  the  insured  is  exempted  by  statute  fronj 
the  claims  of  creditors  in  practically  all  states.  This  exemption  so 
protects  the  beneficiaries  as  to  make  their  interest  a  preferred  one. 

Some  one  will  ask,  what  is  the  reason  for  this  seeming  discrimina- 
tion?— the  debts  of  a  man  are  a  just  claim  against  him  if  living, 
and  against  his  estate  when  dead.  The  creditor  has  given  the 
equivalent  in  goods  or  in  some  way,  and  morally  and  legally  has 
a  right  to  demand  that  his  claim  be  respected  and  the  debt  paid. 

The  law,  however,  does  make  a  discrimination  between  the 
family  and  the  creditor,  in  respect  to  insurance,  and  this  dis- 
crimination implies  that  though  a  man  may  owe  a  just  debt  to 
others,  the  debt  and  obligation  to  his  family  if  provided  for  in 
good  faith,  is  superior  to  all  other  claims,  and  that  the  policy 
of  insiuance  made  payable  to  wife  and  children,  if  taken  out  in 
good  faith,  is  their  property,  and  that  it  was  taken  out  by  him 
as  a  means  of  fulfilling  a  supreme  obligation. 

In  this  exemption  of  policies  in  favor  of  wife  and  children  the 
spirit  of  the  law  proclaims  that  the  greatest  debt  a  man  owes  is 
the  debt  he  owes  to  his  wife  and  children. 

Life  insurance  furnishes  the  only  method  to  pay  that  debt,  and 
the  law  recognizes  it  and  protects  it  by  specific  statute.  In  what 
way  can  the  moral  obligation  to  insure  be  more  distinctly  stated.' 


THE  PURPOSE  OF  LIFE  INSURANCE 

The  vital  purpose  of  life  insurance  is  the  protection  of  the 
family.  Its  different  policies  are  but  the  moulds  to  shape  its 
benefits  to  varying  circumstances.  Even  those  policies  that 
ultimately  provide  an  income  for  the  insiired  himself  continue 
the  protective  purpose  as  long  as  the  need  of  insurance  continues. 

The  guaranteed  low-cost  policy  holds  definitely  and  exclusively 
to  the  purpose  of  insurance  protection.  The  participating  policy 
adds  so-called  dividends  for  which  the  insured  pays  a  definite 
charge  over  and  above  what  is  necessary  for  the  insurance  itself. 

No  argument,  however,  subtle,  can  change  the  fundamental 
fact  that  the  lower  the  premium  the  larger  is  the  amount  of  in- 
surance that  can  be  purchased  for  a  definite  price. 

When  a  man  is  convinced  of  the  need  of  insurance,  he  should 
make  up  his  mind  to  carry  an  amount  of  insurance  as  adequate 
to  the  needs  of  his  family  and  himself  as  the  premium  which  he 
is  able  to  pay  can  piu"chase. 

The  same  premium  that  will  purchase  a  $1,000  dividend-paying 
policy  will  purchase  a  guaranteed  low-cost  policy  of  $1,398. 
(Whole  Life,  age  35.) 

This  fact  admits  of  only  one  conclusion.  Dividends  are  paid 
for  by  reduced  insurance. 

Dividend-paying  insurance  minimizes  the  return  at  death. 
Only  by  the  continuance  of  the  policy  over  a  long  period  can  the 
so-called  dividends  ultimately  bring  down  the  cost  to  the  real 
insurance  basis.  But  the  majority  of  policyholders,  having 
sacrificed  a  considerable  part  of  the  insurance  for  those  dividends, 
will  have  died,  or  have  dropped  out,  before  that  period. 
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LAYTON  A.  GREENWOOD 
Manager  at  Los  Angeles 
Life  and  Accident  Departments 


Guaranteed  low-cost  life  insurance  runs  true  to  the  purpose  of 
life  insurance,  for  it  provides  more  adequately  for  the  continuance 
of  a  man's  earning  power  in  favor  of  his  family  after  his  death. 

If  a  man  were  sure  of  living,  annuities  would  be  the  thing,  but 
the  reason  that  we  take  insurance  is  that  we  do  not  know  whether 
we  are  going  to  live  long  or  die  soon.  If  we  die  soon,  the  family 
will  need  all  the  insurance  that  the  average  man  can  pay  for.  If 
we  live  long,  we  have  greater  opportunities  of  saving. 

The  dividends  that  a  man  receives  from  participating  insurance 
are  soon  spent,  and  yield  no  insurance  result. 

The  greater  insurance  afforded  by  the  guaranteed  low-cost 
policy  from  the  beginning  survives  to  the  attainment  of  its 
purpose.   

WHY  AGENTS  ARE  NEEDED 

The  National  Association  of  Corporation  Training  says  that: 
30  per  cent,  of  the  employees  of  business  organizations  leave 

no  estate,  and  the  family  support  ceases  with  the  death  of  the 

father. 

30  per  cent,  leave  an  estate  of  less  than  $500,  including  any 
insurance  they  may  have. 

40  per  cent,  leave  estates  that  do  not  total  over  $1,000. 

The  same  condition  exists  among  more  skilled  employees,  all 
classes  living  up  to  their  full  income  and  apparently  not  finding 
a  place  in  their  budget  for  a  proper  amount  of  life  insurance. 


Hope  Santy  will  not  get  Shot  for  a  Burglar  when  he  comes  down  the  Chimney 
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As  a  Little  Girl  Sees  It 

This  essay  on  "Safety  First"  was  awarded 
first  prize  in  a  school  children's  contest  in 
Evansville,  Ind.  It  was  written  by  Elizabeth 
Mack,  of  the  Eighth  Grade. 

MOST  people  in  this  world  are  careless.  If 
it  isn't  with  one  thing  it's  the  other.  This 
world  was  not  going  fast  enough  for  some 
people  so  automobiles  were  invented.  We 
haven't  a  word  in  the  English  language  brave 
enough  to  ride  on  a  horseless  wagon  when  it 
goes  at  a  high  speed.  That  is  why  we  had  to 
reach  over  to  Paris  and  pull  a  word  out  of  the 
French.  Chauffeur  was  the  first  word  we 
grabbed  and  many  people  think  we  should 
give  it  back  at  the  first  opportunity.  The 
chauffeur  is  the  name  of  the  man  who  points 
the  machine  at  you  and  dares  you  to  get  in 
his  way.  The  first  careless  cart  we  had  in 
this  country  was  called  the  "Coroner's 
Delight,"  because  it  held  up  to  its  name. 
Consequently,  it  became  necessary  that  a  set 
of  road  rules  should  be  composed  which  would 
help  the  general  public  to  die  easier.  When 
the  chauffeur  toots  his  horn,  that  means  that 
business  men,  messenger  boys,  and  other  per- 
sons in  a  hurry  must  postpone  indefinitely  their 
contemplated  journey  across  the  street.  Cross- 
ing the  street  in  front  of  a  chauffeur  who  has 
given  the  above  signal  is  bad  form,  and  is 
generally  productive  of  spinal  meningitis  and 
doctor  bills. 

Therefore,  all  people  must  be  careful  in 
crossing  the  street,  not  to  cross  whenever  the 
notion  strikes  them  but  to  wait  until  traffic 
has  calmed  down. 

The  contest  was  part  of  a  Safety  Week  conducted 
by  the  Kiwanis  Club.  One  of  our  agents,  Ralph 
McReyTiolds,  was  in  charge  of  the  school  end.  There 
is  a  thought  in  this  for  other  agents. 


A  million  dollars  a  day  is  paid  out  to  beneficiaries  or  policy- 
holders by  the  life  insurance  companies  of  America.  And  it's 
a  pretty  safe  assumption  that  every  dollar  of  this  million  is 
welcomed  and  provides  food  and  clothing,  pays  rent  and  taxes,  for 
pieople  who  are  really  in  need  of  money. 


INSURANCE  HELPS  AT  THE  BANK 

Banks  now  insist  on  motor  car  insurance,  says  the  "Toronto 
Star;"  and  it  goes  on  to  explain: 

"So  much  has  been  heard  in  recent  months  of  the  serious  risks 
incurred  by  automobile  owners  in  respect  of  possible  claims  by 
the  public  that  it  is  of  interest  to  note  that  the  point  is  under- 
stood to  be  receiving  the  attention  of  bankers  in  connection  with 
the  stability  of  customers  who  may  require  financial  assistance. 

"It  is,  of  course,  well  known  that  a  good  many  automobiles  are 
purchased  under  'notes,'  and  in  connection  with  the  discounting 
of  these  notes,  it  is  the  invariable  practice  to  stipulate  for  insur- 
ance against  the  risks  of  fire,  theft  and  collision.  It  is  now  begin- 
ning to  be  appreciated,  however,  not  only  with  these  'note'  trans- 
actions, but  with  ordinary  overdrafts,  that  protection  against  such 
limited  risks  does  not  nearly  cover  the  contingencies  which  might 
arise.  Very  little  thought  is  required  to  appreciate  what  may 
happen  in  the  case  of  a  trading  firm  or  business  man  unexpectedly 
called  upon  to  deal  with  a  claim  for  several  thousand  dollars. 
For  the  average  man  a  big  verdict  would  mean  at  least  temporary 
embarrassment,  if  not  absolute  bankruptcy.  Claims  for  any- 
thing from  $5,000  to  $20,000  are  by  no  means  unheard  of.  In 
the  United  States  claims  for  even  larger  amounts  are  not  un- 
common. 

"Banks  are  consequently  considering  this  important  point  of 
contingent  liabilities,  and  not  contenting  themselves  with  investi- 
gating the  carrying  of  adequate  cover  on  actual  stocks  or  property. 

"Quite  apart  from  what  may  be  stipulated  by  the  banks  in  the 
event  of  financial  assistance  being  required  at  any  time,  no  prudent 
automobile  owner  should  fail  in  his  own  direct  interests  to  secure 
indemnity  against  this  very  obvious  hazard  of  'third  party'  claims. 
Seeing  that  one  claim  can  very  easily  absorb  far  more  than  ten 
or  twenty  years'  premiums,  it  is  decidedly  false  economy  to  take 
a  chance  in  this  connection.  It  is  a  chance  which  the  average 
automobile  owner  simply  cannot  afFord  to  carry." 


THE  DANGER  OF  HAVING  ANYTHING 

Bolshevik  Russia  hasn't  a  monopoly  on  all  the  perils  of  pro- 
prietorship. Americans  are  not  shot  very  often  merely  because 
they  own  property,  but  they  are  sued  by  injured  people,  and  are 
threatened  with  suits  by  people  who  allege  they  were  injured 
because  of  defects  in  the  property.  And  so  The  Travelers  issues 
various  forms  of  public  liability  insm-ance  and  handles  the  suits 
and  threatened  suits  and  pays  the  claims,  settling  most  of  them 
amicably  out  of  court. 


MULTIPLY  YOUR  LUCK  BY  FIVE 

Every  agent  finds  that  he  secures  a  new  policyholder  about 
every  so  often— it  may  be  one  man  in  five  interviewed  or  one 
man  in  eight. 

It  is  encouraging  to  him  to  know  that  he  will  seU  the  eighth, 
even  if  he  fails  with  the  first  seven.    It  braces  him  up. 

How  much  more  encouraging  it  is  to  know  not  only  that  every 
eighth  man  will  buy,  but  that  he  is  very  likely  to  buy  several 
kinds  of  insurance. 

The  multiple-line  agent  knows  that,  on  the  average,  every 
eighth  man  interviewed  will  buy,  not  one,  but  five  pohcies. 


Shark -proof  cash:   The  proceeds  of  a  monthly-income  policy 
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ARE  YOU  READY  FOR  THESE?      AGAIN  THE  DERRICKS  ARE  SWINGING  IN  THE  LAND! 

Worn-out  Excuses  Under  Which  the  Prospect 
May  Try  to  Hide 

The  professor  who,  out  of  the  fullness  of 
experience,  told  his  class  that  the  outstanding 
fact  in  regard  to  human  nature  was  the 
imperviousness  of  the  mind  to  facts,  and  the 
human  animal's  ability  to  make  excuses, 
unquestionably  said  something. 

The  innumerable  number  and  the  charac- 
ter of  the  objections  that  men  can  raise 
against  insurance,  and  the  excuses  they  can 
formulate,  are  familiar  to  every  experienced 
solicitor.  Some  are  ingenious,  some  foolish, 
and  some  employ  a  sublime  sophistry. 
They  run  the  gamut,  including  the  assertion 
that  "God  will  provide"  and  the  brutal 
levity  "if  anything  happens,  let  the  family 
hustle  the  way  I  did."  Do  you  know  how  to 
close  the  life  insurance  prospect  who — 

Procrastinates 

Thinks  that  "God  will  provide" 

Can't  decide  the  amount 

"Can't  afford"  to  buy  a  policy 

Says  his  wife  is  "opposed" 

Thinks  insurance  is  a  gamble 

Is  willing  to  carry  his  own  risk 

Can't  decide  the  kind  of  policy 

Can't  pay  now  and  won't  give  his  note 

Wants  to  talk  it  over  with  his  wife 

Says  can  use  my  money  to  better  advan- 
tage elsewhere 

Will  take  the  policy  when  his  home  is  paid 
for 

Doesn't  want  to  buy  anything  when  you've 
got  to  die  to  win 

Wants  to  compare  your  policy  with  what 
your  competitor  offers 

Says  that  putting  money  in  the  bank  beats 
buying  insurance  every  time 

Says  he  isn't  going  to  leave  any  insurance 
money  for  some  other  fellow  to  enjoy 

Wants  to  give  his  application  to  a  friend 
of  his  who  is  an  insurance  agent 

Says  of  his  family :  "If  anything  happens, 
let  them  hustle  the  way  I  did?" 


PHOTO  BY  EDWIN  LEVICK 


Building  operations  will  soon  be  booming,  now  that  costs  are  reaching  a  more  reason- 
able figure.  Building  operations  can  mean  business  to  the  wide  awake  agent.  Com- 
pensation, contractor's  liability — and  later  on,  elevator  and  public  liability  insurance. 


COULD  YOU  BE  CAUGHT  beries  the  banks  here  have  never  taken  the  safe,  containing  nearly  $30,000,  was  closed  at 

UNPREPARED?  trouble  to  provide  adequate  protection  for  the  time,  and  the  two  men  made  no  attempt 

"It  was  the  first  bank  robbery  ever  ex-  their  property."  to  force  it. 

perienced  by  this  city.    Londoners  have      Thus  commented  the  London  (Ontario)  There's  a  first  time  for  everything.  Just 

read  often  of  similar  crimes  in  the  larger  Morning  Advertiser  on  a  daring  robbery  that  the  fact  that  your  town  has  enjoyed  immuni- 

cities,  but  as  they  never  have  had  the  occa-  shocked  this  Canadian  city.    A  couple  of  ty  from  robbery  and  hold-up  in  the  past  is 

sion  to  connect  such  things  with  their  own  bandits  held  up  one  of  the  banks  in  broad  no  reason  why  it  should  be  free  from  it  in 

city,  it  came  as  a  distinct  shock.    Because  daylight,  and  made  away  with  all  the  money  the  future.    Get  your  burglary  insurance 

London  has  been  so  free  of  such  daring  rob-  in  the  cage,  about  $700.    Fortunately  the  before  you  are  robbed! 

Moral :  Insure  in  The  TRAVELERS 
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COVERED  BY  A  ROLL  OF  OILCLOTH 

Anything  with  a  Market  Value  is  Attractive 
to  the  Yegg! 

Here  is  a  case  that  well  illustrates  the  need 
and  desirability  of  burglary  insurance.  Late 
in  November  two  men  strolled  into  a  New 
York  apartment  block  carrjing  rolls  of 
oilcloth  over  their  shoulders.  One  of  them 
stopped  at  A's  apartment,  and  when  A  came 
to  the  door,  tried  to  sell  him  some  oilcloth. 
The  other  went  down  to  B's  apartment,  a 
little  fm-ther  down  the  corridor,  put  his  roll 
of  oilcloth  down  before  the  door,  and  while  A 
watched  him,  knocked  on  the  door,  waited  a 
moment  or  so,  apparently  carrying  on  a  con- 
versation with  someone,  and  then  walked  in. 

Finally  the  first  man,  after  telling  A  that 
as  he  did  not  want  any  oilcloth,  he  guessed 
he  would  canvass  the  building,  left  A,  walked 
down  to  B's  apartment,  knocked  and  entered. 

When  B  came  home  that  night  he  found 
the  door  of  his  apartment  had  been  jimmied 
and  the  contents  ransacked.  Apparently, 
while  the  first  man  had  been  engaging  A  in 
conversation,  the  second  man  had  been 
jimmying  B's  door,  under  the  cover  of  the 
roU  of  oilcloth. 

Any  man  who  thinks  he  does  not  need 
burglary  insurance  because  he  has  nothing 
valuable  enough  to  tempt  burglars  would  be 
interested  to  learn  just  what  made  up  the 
loss  of  $462.50  which  The  Travelers  paid 
in  this  case. 

Jewelry,  silverware  and  money  are  not 
the  only  things  that  burglars  are  interested  in. 
These  men  took  two  suits  worth  $90,  one 
overcoat  valued  at  $74,  one  pair  of  evening 
trousers  at  $14,  one  boy's  suit  (new)  $23, 
one  ladies'  mink  stole,  $250  .Also  one  nickel- 
plated  watch,  three  leather  belts,  one  pearl- 
handled  pen  knife,  and  one  Eversharp  pencil. 
The  total  loss  amoimted  to  $462.50. 

Moral:  Not  millionaires,  only,  need  burg- 
lary insTirance. 


ANOTHER  "SECRET"  OF  SUCCESS 

A  certain  successful  Travelers  agent  com- 
piled these  good  rules  for  success  in  selling 
accident  insiorance.  But  he  must  have  been 
bashful  (perhaps  because  of  his  third  rule) 
for  he  forgot  to  sign  his  name. 

1.  A  suflScient  amount  of  confidence 
makes  a  "four  square"  salesman.  The  greater 
the  confidence,  the  greater  the  salesman,  pro- 
vided, of  course  that  he  has  the  necessary 
qualifications  to  back  up  this  confidence. 


That  double  indemnity:  Hotel  and  apart- 
ment fires  have  claimed  many  victims 
recently — most  of  them  XD  class. 


2.  Use  snappy  letters,  enclosing  a  self- 
addressed  stamped  postcard  for  reply. 
Follow  up  the  letters,  whether  or  not  you 
receive  a  reply. 

3.  Work  like  h—1. 

"Goodbye,  Anxiety!" 


THE  NEW  SCHOOL  OF  BURGLARS 

The  Burglary  Business  Now  Run 
Along  1921  Lines 

Popular  imagination  paints  the  burglar 
as  an  unshaven,  masked  man,  with  a  low 
forehead,  undershot  jaw,  slinking  around  in 
the  shadows,  armed  with  a  powerful  "gat" 
and  a  flashlight.  Undoubtedly  there  are  a 
large  number  of  this  type  of  burglar  still 
extant — but  they  belong  to  the  old  school  of 
the  burglary  profession. 

In  the  past  few  years  there  has  developed 
a  new  type  of  yeggman,  more  dangerous  in  a 
way  than  his  old  time  brother.  The  motto 
of  the  new  school  is:  "you  can  put  over 
anything,  if  you've  just  got  nerve  enough  to 
do  it  right." 

The  new  burglar  does  not  slink  in  the 
shadows;  in  fact  he  doesn't  always  work  at 
night.  He  comes  thumping  through  the  corri- 
dors of  an  apartment  house  disguised  as  a  dray- 
man. He  hauls  out  the  furniture,  and  gets 
honest  men  to  help  him  do  it — and  every  one 
thinks  that  another  family  is  just  moving  out. 

He  marches  into  the  grocery  store  and  tells 
the  clerks  that  he  has  been  ordered  to  make 
some  repairs  on  the  safe — and  gets  them  to 
open  it  to  facilitate  his  work. 

He  steps  into  a  bank  or  office  and  holds  it 
up  single  handed,  counting  on  making  his 
getaway  in  the  confusion,  knowing  well  that 
when  people  get  excited  they  rarely  think  to 
do  the  right  thing. 

In  fact  his  whole  method  of  operation  is 
so  bold  that  later  when  his  victims  are 
counting  up  the  loss,  they  say,  "Why  no, 
we  never  suspected  anything — we'd  never 
heard  of  anyone  doing  anything  like  that 
before." 

The  new  burglar  is  more  dangerous  than 
the  old  because  it  is  impossible  to  guess  what 
his  next  move  will  be.  A  Travelers  burglary 
policy,  however,  protects  you  against  his 
depredations,  as  well  as  those  of  his  old- 
fashioned  brother. 


People  on  foot  are  not  the  only  ones  who 
are  killed  and  injured  by  automobiles. 

In  the  years  1916,  17,  18,  and  19,  18,824 
automobilists  were  killed  and  injured  in 
auto  accidents  against  16,347  pedestrians 
killed  or  injured  by  automobiles. 

Moral:  Buy  an  Automobile  Supplement 
in  connection  with  your  accident  policy,  as 
well  as  public  liability  insurance  for  your 
machine. 
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The 

Tower  Window 

r  I  lO  OUT  preachers  in  the  field:   A  darky 
-*   preacher  stood  up  in  his  pulpit  one  Sun- 
day and  preached  melUfluously  on  certain 
hackslidings  of  his  hearers. 

On  the  second  Sunday  he  repeated  this  ser- 
mon, and  on  the  following  Sunday  likewise. 
By  the  fifth  Sunday  the  nft  repeated  sermon 
had  gotten  on  the  nerves  of  the  congregation  and 
a  delegation  asked  him  if  he  didn't  have  some- 
thing else  that  he  could  talk  abjut. 

"Bredren,"  said  the  preacher,  "Fs  going  to 
preach  dat  sermon  till  you  done  it." 

*  *  if 

Four  Chicago  payroll  bandits  who  attacked 
Miss  Marie  Radner,  bookkeeper  of  a  broom 
company,  and  fled  with  her  payroll  satchel, 
were  enabled  to  divide  among  themselves 
$9  in  small  change.  Miss  Radner  had  placed 
the  bulk  of  the  payroll,  all  currency,  in  her 
stockings  before  leaving  the  bank.  She  was 
slightly  bruised  when  knocked  down  by  one 
of  the  bandits. 

Assistant  Manager  Gossett,  of  Pittsburgh, 
who  sent  in  this  information,  has  an  idea  that 
someone  will  soon  be  asking  for  a  discount  on 
his  paymaster  robbery  premiums  for  money 
conveyed  in  this  manner. 

What  puzzles  us  is  how  a  woman  could 
conceal  any  sort  of  a  payroll  in  her  stocking 
with  skirts  at  the  present  altitude. 

*  *  » 

Care  may  kill  people,  but  don't  care  kills 
more.  [Boston  Transcript. 


A  BANDIT  BIBD 

He  suspected  that  one  of  his  150  chickens 
had  eaten  his  $500  diamond,  for  after  he 
had  unloaded  the  fowls  from  crates  and 
placed  them  in  a  coop  he  discovered  that 
the  diamond  was  missing  from  his  ring. 

Accordingly  he  pitched  in  and  slaughtered 
bird  after  bird  until  the  fiftieth  fowl  pleaded 
guilty  of  concealing  the  jewel  in  its  gizzard. 

Considering  the  number  of  bandits  opera- 
ting through  the  rural  districts,  is  it  any 
wonder  that  the  chickens  have  begun  to  take 
after  them? 

*    *  * 

IN  A  BAD  FIX 

"Maud  is  in  a  terrible  predicament.  That 
rich  old  man  she  has  promised  to  marry  has 
offered  to  have  his  life  insured  in  her  favor." 

"I  should  say  that  was  extremely  con- 
siderate of  him." 

"But  you  don't  understand.  If  his  physical 
condition  is  such  that  any  insurance  com- 
pany will  accept  him  as  a  risk,  she  doesn't 
want  to  marry  him." 


ANOTHER    ADVANTAGE    OF    MULTIPLE  LINES 

"I'm  going  to  ease  up  for  a  little  next 
week,"  remarked  an  agent  who  had  been 
pu.shing  accident  insurance  hard  during  the 
Fall  Accident  campaign. 

"Going  out  and  try  a  crack  at  deer.'" 
we  asked. 

"Oh,  no.  Nothing  like  that.  Going  to 
try  to  sell  a  little  burglary  insurance  for  a 
change.  Good  market  for  that  around  town 
with  all  the  housebreakings  and  hold-ups 
that  have  been  reported  lately.  You  know 
after  concentrating  hard  on  accident  for  a 
month  or  so,  to  switch  over  for  a  while  onto 
some  entirely  different  line  is  as  good  as 
a  vacation." 

Susie  had  for  a  long  time  been  praying 
for  a  baby  sister. 

The  other  day,  on  laying  down  the  local 
paper,  her  mother  said:  "Our  new  pastor's 
wife  has  a  little  daughter." 

"How  do  you  know.'"  asked  Susie. 

"It's  here  in  the  paper,"  the  mother  replied. 

"Please  read  it  to  me,"  said  the  child,  and 
her  mother  read,  "Born,  orhJuly  15,  to  the 
Rev.  and  Mrs.  John  Smith,  a  daughter." 

Susie  thought  for  a  moment.  Then  she 
said:  "Mamma,  I  know  what  I'm  going 
to  do.  I'm  going  to  stop  praying  and  begin 
advertising."  [Cleveland  News. 


HOW  IT  HAPPENED 

{With  apologies  to  Gelett  Burgess) 
William  drove  most  carefully. 
Boy  was  running  wild. 
William  jammed  his  trusty  brake, 
But  he  killed  the  child. 

Father  sued  for  damages. 
Set  'em  high,  to  boot! 
William  found  upon  his  hands 
A  fifteen-thousand  suit. 

Did  the  verdict  bankrupt  him.' 
No,  and  this  is  why. 
William,  he  owned  up  to  it. 
And  didn't  waste  a  sigh. 

Called  The  Travelers;  it  assumed 
All  the  liabiUty. 
Now  he's  rooting  steady  for 
His  auto  policy. 

*    *  * 

NO  MARKET  FOR  EXPERIENCE 

Gee!  but  it's  a  pity  a  man  never  can  dis- 
pose of  his  motor  experience  for  as  much  as  it 
cost  him.  If  he  could  what  a  lot  of  ready 
money  guys  there  would  be  running  around 
loose.  [American  Motorist. 

Yes,  and  one  of  the  most  costly  bumps  of 
experience  a  motorist  can  run  into  is  to  wait 
until  he  has  the  value  of  Travelers  automo- 
bile liability  insurance  demonstrated  to  him 
by  an  accident  and  damage  suit,  before 
taking  out  his  policy. 


In  Massachusetts  there  are  364,000  holders 
of  automobile  drivers'  licenses.  Nearly 
fourteen  army  divisions  composed  of  pros- 
pects for  the  Automobile  Supplement  on  their 
accident  insurance! 


Here's  hoping  that  it  was  a  guaranteed  low-cost  Christmas 
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THE  JAYWALKER  FAMILY 

We  always  knew  there  was  a  "jaywalker," 
but  we  always  thought  that  all  jaywalkers 
were  alike,  till  we  read  the  clever  series  of 
advertisements  which  Agent  W.  R.  Barr,  of 
Oil  City,  Pa.,  ran  in  his  daily  paper. 

Agent  Barr  shows  us  that  the  jaywalker  is 
not  a  solitary  sort  of  animal — a  freak  of 
nature,  as  you  might  express  it — but,  as  the 
few  excerpts  from  his  series  that  we  print 
below  clearly  show,  there  is  a  regular  jay- 
walker family: 

"The  Jaywalker  Family" 

"Its  habitat  is  under  your  front  wheels. 
It  flourishes  in  the  hospitals  and  comes  to  full 
fruition  in  the  law  courts  with  the  auto 
owner  explaining  that  a  man  who  drives  as 
carefully  as  he  does  couldn't  possibly  have 
been  to  blame. 

"A  Travelers  Auto  Liability  Policy  goes  as 
far  as  money  and  claim  service  can,  to  straight- 
en out  the  mess  that  your  car  in  conjunction 
tviih  the  jaywalker  can  make  for  you." 

"Papa  Jaywalker" 

"Papa  beats  it  for  the  bank  at  two  minutes 
before  three  with  a  fat  deposit.  He  cuts 
across  the  corner.    His  mind  is  elsewhere. 

"The  trouble  with  papa  after  the  encounter 
with  your  fender  is  that  he  can  and  does  lay 
his  hand  on  a  lawyer  who  can  make  a  good 
thing  for  him  out  of  a  weak  case. 

Bid  he'll  he  just  as  vnlling  to  take  a  Travelers 
check  in  settlement  under  an  Auto  Liability 
policy  as  he  will  yours. 

"Mother  Jaywalker" 

"She  drops  the  top  parcel  from  the  dry 
goods  store  out  of  her  big  armful  and  stoops 
swiftly  in  mid-street  to  pick  it  up,  thus 
offering  a  broad  field  of  possibilities  to  your 
oncoming  car. 

"No  matter  what  then  ensues,  it's  a  comfort 
to  have  a  Travelers  Auto  Liability  policy  and  a 
claim  man  toiihin  call  to  handle  the  difficulties 
of  seOlement  with  Papa  Jaywalker." 

"Gwendolen  Jaywalker" 

"Why  does  she  look  to  her  right  in  starting 
across  a  street  instead  of  to  her  left?  For 
the  same  reason  that  she  gets  off  a  street  car 
facing  the  rear.  Not  because  she's  Gwen- 
dolen, but  because  she's  woman. 

"And  the  reason  that  we  must  be  extra 
careful  for  Gwendolen  is  not  because  we're 
careful  drivers  anyway,  but  because  we're 
mere  man. 

"Just  the  same,  a  Travelers  Auto  Liability 
policy  is  a  good  thing  for  all  parties  to  the 
encounter." 


INSURE  TRAVELERS  SERVICE  FIRST! 


Jones — {entering,  surprises  burglar,  who 
is  toying  with  his  silver  service)  —  Hey! 
What' re  you  doing  there? 
Burglar  (coolly)  — As  you  see,  sir,  I  am 
at  your  service. 

— Le  Journal  Amusant  (Paris) 


"Susie  Jaywalker" 
"She's  Gwendolen's  younger  sister,  you 
know.  She  would  continue  to  gaze  up 
into  Percy's  face  as  they  cross  the  street  lock- 
ed in  each  other's  eyes,  even  if  she  knew 
perfectly  well,  (which  she  doesn't)  that  you 
were  putting  all  you  have  into  the  emergency 
brake. 

"Travelers  Auto  Liability  policies  do  not 
cover  the  stuff  that  dreams  are  made  of.  How- 
ever, they  do  furnish  real  claim  service  for  the 
practical  auto  owner." 

"Algernon  Jaywalker" 

"Algy  is  a  cheerful  person  of  sudden  im- 
pulses. His  quick  mind  tells  him,  as  he 
dashes  across  the  street  between  crossings, 
that  he  can  land  on  the  other  curb  before  you 
get  him  with  your  mudguard.  He'll  chance 
it,  anyway. 

"Mostly  he  makes  it  too.  And  then  some- 
times he  doesn't. 

"In  either  event  you  think  of  your  Travelers 
Auto  Liability  policy  and  of  that  agreeable 
young  claim  man  who  will  manage  the  whole 
painful  affair  for  you." 

"Blackslone  Jaywalker,  Esq." 

"Suddenly  recalling  in  mid-street  where 
he  mislaid  that  deed  (they  do  mislay  them 
sometimes,  you  know)  he  whirls  in  his  tracks 


to  confront  your  radiator.  Good  Lord !  He 
knows  what  your  liabilities  are  because  he's 
steered  many  a  client  through  other  automo- 
bile accident  settlements. 

"Really,  it's  a  rather  good  feeling  to  have  a 
Travelers  Auto  Liability  policy  and  thai  able 
young  claim  man  standing  guard  over  your 
bank  account." 

"Rev.  C.  Mather  Jaywalker." 

"Pondering  the  peroration  of  next  Sun- 
day's sermon  he  starts  across  the  street 
just  after  you  thought  you  had  the  traffic 
cop's  signal  to  come  on. 

"Bystanders  rescue  him. 

"Or  maybe  they  don't. 

"If  they  don't  the  matter  of  the  cop's  sig- 
nal is  naturally  a  question  of  fact  for  the  jury. 

"Unless,  of  course,  you  have  the  claim  service 
under  a  Travelers  Auto  Liability  policy  to 
settle  fairly  and  squarely  before  you  get  any- 
where near  a  jury. 


YOU  CAN'T  FOOL  FATE 

"One  of  the  boys  down  in  the  Branch 
solicited  a  fellow  for  accident  insurance  the 
other  day,"  related  one  of  oui  local  agents. 

"He  finally  persuaded  him  to  sign  the 
application,  but  when  he  came  to  deliver  the 
policy,  the  man  turned  it  down  flat.  Jim 
ordered  'em  to  cancel  the  policy — but  he 
kept  the  policy  in  his  office  for  a  while,  and 
then  went  back  to  the  fellow's  house  to  see 
if  he  couldn't  get  him  to  take  it. 

His  wife  came  to  the  door  w'hen  he  knocked. 

"Is  Mr.  Jones  in?"  asked  Jim. 

"No,"  replied  his  wife,  "but  I  think  he 
wants  to  take  that  policy." 

"Where  can  I  find  him?"  the  agent  in- 
quired. 

"Well,  he's  out  at  present,"  admitted  his 
wife,  "I  don't  know  when  he  wUl  be  back. 
You  see  he's  down  at  the  doctor's." 

"What's  the  trouble?    Is  he  sick?" 

"No,  he  broke  his  arm." 

When  he  gets  better  the  agent  hopes  to  sell 
him  that  accident  policy  that  he  so  scornfully 
turned  down.  In  the  meantime,  by  telling 
this  story,  he  closed  two  or  three  men  who 
had  been  stalling  along  for  some  time. 


Beware  of  old  "petromortis"  during  the 
winter  season.  He  lurks  in  the  fumes  of 
bxu-ned  gasoline  and  drugs  his  victim  into 
imconsciousness  and  death,  as  the  poor 
unfortunate  works  around  his  car  with  the 
garage  doors  and  windows  closed. 


—  and  that  it  will  be  a  high-limits  New  Year 
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AGENCY  ITEMS 

In  a  letter  accepting  the  invitation  to  the 
Tower  Contest  Convention,  an  agent  from 
Pennsylvania  said  "Especially  do  I  want  to 
look  over  that  Memphis  bunch  and,  if  there 
is  any  chance  of  catching  what  they've  got, 
I  don't  want  to  be  vaccinated." 

Bulletin  No.  9  of  the  Fall  Campaign  also 
shows  five  Memphis  agents  among  the  lead- 
ers, and  the  secret  of  "what  they've  got"  is 
out — sticktoitiveness.  We  would  like  to  inocu- 
late every  Travelers  agent  with  the  germ. 

The  "November  Competition"  of  the 
Montreal  Branch  Office  resulted  in  another 
landslide  of  new  business,  $20,856  new  acci- 
dent-only premiums  being  written.  Of  this 
amount  $1,875  was  contributed  by  Ottawa 
and  $1,891  by  Quebec,  both  new  offices 
opened  on  August  1,  1920. 

Manager  Donley  reports  that  the  Peoria 
Branch  OflSce  was  also  "sittin'  pretty"  in 
November,  with  $13,065  new  accident-only 
business,  of  which  about  $1,500  was  reported 
during  the  last  two  days  of  the  month. 

The  Rotary  Club  of  Montreal  has  recently 
awarded  to  Manager  H.  LeRoy  Shaw  an 
honorary  membership  in  the  club,  "in 
recognition  of  his  excellent  services  to  the 
Club  as  its  first  President,  and  also  to  his 
Country."  Prior  to  the  bestowal  of  this 
honor  upon  Major  Shaw  the  only  honorary 
member  of  the  Club  was  Harry  Lauder, 
the  famous  Scotsman. 

We  have  grown  more  or  less  accustomed  to 
seeing  the  names  of  the  Pettrics  of  Wisconsin 
among  the  winners  in  accident  contests,  but 
their  latest  accomplishment  is  worthy  of 
special  mention.  On  Bulletin  No.  8  of  the 
1920  Fall  Campaign,  not  only  both  Victor  and 
Frank  but  two  other  members  of  their  Wau- 
sau  Agency,  L.  A.  Deininger  and  J.  L. 
Opperman,  were  among  the  first  twenty-five. 


CLARENCE  L.  MEACHAM 

Clarence  L.  Meacham,  compensation  and 
liability  manager,  Syracuse,  N.  Y.,  on 
January  1st  becomes  Associate  Manager, 
with  Manager  E.  S.  Raymond,  for  the 
State  of  Michigan — compensation,  liability 
and  indemnity  lines.  This  development  in 
our  Michigan  organization  is  prompted  by 
the  magnitude  of  our  present  and  prospective 
business  in  Michigan. 

Mr.  Meacham's  record  as  manager  in 
Syracuse  has  been  conspicuously  good.  His 
original  appointment  as  special  agent  was 
made  in  March  1913,  when  he  became 
connected  with  the  Hartford  Branch  Office. 
He  became  assistant  manager  in  New  Haven 
in  1915,  assistant  manager  in  Bridgeport  in 
1916,  and  manager  in  Syracuse  in  1917. 


NEW  BRANCH  IN  DES  MOINES 

On  January  1st  The  Travelers  will  establish 
a  branch  office  for  the  Liability  Department 
and  Indemnity  lines  at  Des  Moines,  Iowa, 
at  which  point  a  branch  has  been  maintained 
by  the  Life  and  Accident  Departments  for 
some  years. 

Clyde  E.  Dalrymple,  special  agent  at  the 
Hartford  Branch,  has  been  appointed 
manager  at  Des  Moines  for  the  Liability 
and  Indemnity  Departments.  The  connec- 
tion with  the  Baird-Taylor-Crawford-Lewis 
Company,  general  agents  at  Des  Moines  for 
the  Compensation  and  Liability  Department, 
has  been  terminated.  The  Company's  other 
general  agencies  in  Iowa  will  be  continued 
for  local  business,  although  the  Branch  Office 
will  take  over  much  of  the  territory. 

Charles  L.  Platts  has  been  appointed  Man- 
ager— Compensation  and  Liability  Depart- 
ment— at  Syracuse  succeeding  Mr.  Meacham. 
Mr.  Platts  has  been  assistant  manager  at 
Grand  Rapids  and  for  the  past  year  assistant 
manager,  Hartford  Branch  Office.  His  pro- 
motion to  Syracuse  is  a  recognition  of  the 
ability  which  he  has  shown. 


The  Travelers  Service  Club,  composed  of  the 
agents  connected  with  the  Hartford  Branch, 
had  "ladies'  night"  at  the  City  ^Club  last 
Wednesday.  A  turkey  dinner  was  the  feature 
of  the  occasion.  Manager  Waters  acted  as 
Santa  Claus  and  gave  everybody  a  present, 
accompanied  by  an  appropriate  speech.  Danc- 
ing was  enjoyed  until  a  late  hour. 


These  slippery  sidewalks  can  make  us 
think  of  only  two  things — words  that  aren't 
used  in  polite  society  and  accident  insurance. 


The  Travelers  guarantees  certainty,  and  charges  no  more  than  certainty  costs 
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WOMAN'S  STORY  OF  INSURANCE'S  HELP 

Life  Insurance  Made  the  Difference  Between  Comfort 
and  Poverty  for  a  Whole  Family 

Every  year  thousands  of  women  are  left  penniless  by  the  death 
of  their  husbands.  Every  year,  fortunately,  more  men  are  taking 
out  life  insurance  to  provide  against  this  emergency,  and  fewer 
wives  are  left  to  face  the  world  alone  without  any  means  of  support 
whatsoever.  Here  is  the  letter  of  just  one  of  the  many  widows 
to  whom  Travelers  life  insurance  has  given  the  courage  to  start 
life  over  again  single-handed: 

Mr.  E.  M.  Clark,  Dist.  Agent  Chowchilla,  Cal. 

The  Travelers  Insurance  Co.,  Merced,  California 
Dear  Mr.  Clark: 

Insurance  is  a  wonderful  thing  to  me.  It  was  Insurance,  when 
my  great  sorrow  came,  that  relieved  me  of  all  financial  worries. 
It  was  sufficient  to  pay  all  debts,  the  funeral  and  other  expense.s 
incurred  through  illness;  it  was  the  reason  for  tradesmen  extending 
me  credit  instead  of  refusing.  Insurance  enabled  me  to  put  my 
daughter  through  Business  College,  giving  her  the  education  that 
will  make  her  self-supporting.  I  was  able  to  make  such  improve- 
ments on  my  property  as  to  increase  its  value;  without  the  in- 
surance I  would  have  had  to  sell  at  a  loss,  to  raise  money  to  meet 
my  obligations.  It  gave  me  courage  to  face  the  world  a  self- 
respecting  woman,  instead  of  an  object  of  charity. 

WTien  my  husband  passed  away,  there  was  just  $57  in  cash. 
There  were  assets,  but  they  would  have  had  to  be  sacrificed  to 
pay  immediate  expenses;  for  one  has  to  eat  and  have  a  place  to 
live  in  while  the  courts  are  adjusting  things.  When  people 
speak  of  how  courageous  I  am,  I  know  that  my  courage  comes 
from  the  fact  that  I  have  a  goodly  sum  in  the  bank  due  to  In- 
surance. 

From  my  experience  there  is  something  I  would  like  to  impress 
on  the  mind  and  heart  of  every  father  and  mother — that  is, — 
INSURE. 

Thankfully  yours, 

Mrs.  Bessie  L.  H  

Now,  mindful  of  her  husband's  thoughtful  care  for  her,  Mrs. 

H  has  provided  for  her  boy  in  case  of  her  death,  by 

arranging  for  a  trust  agreement.  Under  this  the  boy  will  be 
paid  from  the  proceeds  of  the  policy  at  the  rate  of  $10  a  month 
until  he  is  ten  years  old,  $20  a  month  between  the  ages  of  10  and 
15,  and  after  he  has  reached  the  age  of  15,  the  balance  will  be 
paid  to  him  at  the  rate  of  about  $39  a  month  until  it  is  exhausted. 

In  one  way  or  another,  her  husband's  life  insurance  policy 
will  put  all  the  members  of  the  little  family  on  their  feet  again. 


HAVE  YOU  THOUGHT  OF  DOING  THIS 
IN  YOUR  TOWN? 


FOR  SAFETY'S  SAKE 

  CROSS  ' — 

This  way  -  not  here  -  not  this  way 


QUIT  JAY  WALKING 


KIWANIS 

 y 


Boy  scouts  in  Hartford  spent  a  Saturday  trying  to  beat  the 
safe-crossing  idea  into  the  pedestrian  mind.  They  helped 
the  policemen  by  holding  the  people  back  between  times,  and 
distributed  the  cards  to  jaywalkers.  "And  those  kids  help 
a  lot,  too,"  testified  the  officer.    Try  it  in  your  own  town. 


After  reading  Mrs.  H.'s  story,  look  at  the  back  page  of  this  issue 
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"SAFETY  SUNDAY"  IN  KANSAS  CITY 

Fate  Chose  This  Day  for  an  Unusual  Series  of  Deadly 
Accidents 

Sunday,  December  12th,  was  "Safety  Sunday"  in  Kansas 
City.  As  an  example  of  the  irony  of  fate,  it  was  a  complete  success. 
Eight  people  were  killed,  twenty-eight  were  injured.  Three  died 
when  an  automobile  crashed  into  a  building,  bringing  down  tons 
of  brick,  iron,  and  mortar  on  the  occupants  of  the  machine. 

The  owner  of  this  car  carried  accident  insurance  for  $15,000. 
He  was  a  responsible  member  of  a  corporation,  and  the  firm  had 
been  considering  taking  out  term  insurance  on  his  life  for  the 
benefit  of  the  company,  but  had  put  it  off  until  the  new  year. 

Five  persons  were  killed  and  at  least  twenty-eight  were  injured 
when  a  runaway  trolley,  jammed  with  passengers  going  to  theaters 
and  churches,  ran  wild  down  Main  Street  hill,  jumped  the  tracks, 
and  crashed  into  a  telegraph  pole. 

And  accident  insurance  is  needed  the  other  364  days  of  the 
year,  just  as  much  as  on  the  "safety"  day! 


WHEN  A  LIFE  POLICY  TAKES  EFFECT 

Accidental  Death  after  all  Preliminaries  Have  Been 
Cared  for,  a  Valid  Claim 

Secretary  Howard  has  addressed  the  following  letter  (dated 
Nov.  30,  1920)  to  field  representatives: 

"The  binding  receipt  used  in  connection  with  life  applications 
provides  that  the  insurance  will  be  placed  in  force  upon  approval 
at  the  Home  Office  provided  the  payment  evidenced  by  the 
receipt  is  equivalent  to  the  full  first  premium  required  by  the 
contract. 

"The  question  has  arisen  as  to  the  liability  of  the  Company 
in  the  case  of  an  applicant  who  has  executed  all  the  necessary 
papers,  passed  the  proper  examination,  paid  the  premium  receiv- 
ing a  binding  receipt  in  exchange  therefor,  and  is  accidentally 
killed  before  approval  of  the  papers  at  the  Home  Office — a  risk 
which  without  knowledge  of  accidental  death  the  Company  would 
have  accepted 

"It  is  believed  that  an  occurrence  of  this  nature  should  con- 
stitute a  valid  claim.  If  death  shall  result  subsequent  to  examina- 
tion, signing  of  application,  and  payment  of  premium,  from  a 
cause  in  no  way  attributable  to  the  condition  of  the  applicant 
prior  to  application  and  examination,  and  if  the  papers  shall 
prove  acceptable  to  the  Home  Office,  then  the  Company  shall 
be  liable  for  payment  of  the  claim. 

"It  should  be  particularly  noted  that  a  partial  payment  binds 
the  Company  in  no  way  in  so  far  as  placing  the  insurance  in  force 
is  concerned." 

And  a  supplementary  note,  as  follows: 

"In  connection  with  an  interpretation  of  the  coverage  of  the 
binding  receipt  dated  November  30th,  the  question  has  arisen 
as  to  the  maximum  amount  of  insurance  which  might  properly 
be  bound  under  the  terms  set  forth  in  that  circular  letter. 

"Obviously,  the  maximum  limit  for  this  purpose  is  the  amount 
which  the  Company  will  itself  retain  as  set  forth  on  page  23  of 


the  Life  Manual,  and  applies  only  to  those  cases  acceptable  as 
standard  lives. 

"This  interpretation  could  not  apply  to  amounts  in  excess  of 
The  Travelers  retention  which  the  Company  as  an  accommoda- 
tion to  its  agency  force  arranges  to  accept  by  means  of  its  re- 
insurance facilities." 


VERTICAL  TRAVELERS 

One  make  of  elevator  alone  carries  twice  as  many  passengers 
each  day  in  New  York  city  as  do  all  the  subway,  surface,  elevated 
and  railroad  cars.  The  same  condition  exists  in  many  other 
big  cities.  Yes,  the  double-indemnity  benefit  for  elevator  acci- 
dents is  a  good  selling  point  in  the  accident  policies. 


A  DISASTROUS  DINNER 

Three  members  of  a  Youngstown,  0.,  family,  met  death  the 
other  day  while  they  were  seated  at  their  own  dinner  table. 
An  automobile,  slipping  its  brakes  at  the  top  of  the  Japan  Avenue 
hill,  raced  down  the  incline  into  the  house.  The  furniture  was 
smashed  into  splinters,  and  the  family  was  pinned  against  the 
wall. 

And  where  was  the  owner  of  the  automobile  all  this  time?  Well, 
probably  he  was  eating  his  dinner  at  the  top  of  the  hill,  never 
dreaming  of  the  desolation  his  car  was  working  down  below.  Let 
us  hope,  for  the  sake  of  his  bank  account,  that  he  was  fully  covered 
with  personal  injury  and  property  damage  insurance. 


HEATING  BOILERS  TEMPERAMENTAL 
Rochester  Apartment  Installation  Let  Go  With  Disas- 
trous Results 

In  spite  of  the  coal  shortage  this  winter  there  have  been  a  larger 
number  of  heating-boiler  explosions  than  ever.  One  of  the  most 
disastrous  thus  far  reported  happened  in  Rochester,  N.  Y.,  in 
the  late  fall. 

About  nine  o'clock  in  the  evening  of  a  chilly  day,  the  tenants 
of  this  Rochester  apartment  building  were  terrified  by  a  heavy 
explosion  which  shook  the  building  and  could  be  heard  for  blocks 
around.  One  flat  was  completely  wrecked.  The  inhabitants 
were  in  at  the  time,  but  they  miraculously  escaped  injury.  One 
boiler  was  completely  destroyed;  the  other  was  badly  wrecked. 
The  wall  of  the  boiler  room  was  blown  out. 

The  owner  at  first  suspected  that  dynamite  had  been  put  into  the 
coal,  because  the  boiler  seemed  to  have  been  in  good  condition 
before  the  explosion.  But  an  investigation  later  on  proved  that 
it  was  the  boiler  itself  that  had  exploded. 

This  apartment  owner  evidently  believed  that  the  Travelers 
idea  is  good — that  is,  to  determine  the  cause  of  the  explosion  before 
the  explosion  occurs;  for  the  next  day  he  got  in  touch  with  one  of 
our  agents  and  said  he  desired  to  have  all  his  boilers  covered 
immediately,  including  the  new  ones  he  was  preparing  to  install  in 
the  wrecked  apartment  building. 

Why  must  people  always  wait  until  after  heating  boilers  have 
exploded  before  insurmg  them.' 


Moral:  Insure  in  The  TRAVELERS 

[lOOj 
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$18,000  FOR  CONSCIOUS  SUFFERING 
A  Widow's  Suit  Results  in  Larger  Verdict  than  is  Cus- 
tomary for  a  .Death 

Mrs.  Mary  Zeimetz,  of  South  Boston,  was  given  a  verdict  of 
$18,000  recently  against  Edward  P.  Merriam,  of  Lexington,  Mass., 
who  is  engaged  in  the  shoe-finding  business.  The  verdict  was 
reported  by  a  jury  in  the  Suffolk  Superior  Court,  and  was  for 
conscious  suffering  of  Mrs.  Zeimetz's  husband,  now  dead,  as  the 
result  of  a  collision  of  automobiles  in  Lexington. 

Zeimetz  was  a  chauffeur  and  an  expert  mechanic.  He  was 
engaged  by  Mr.  Merriam  to  instruct  him  in  the  operation  of  a 
new  automobile.  As  they  were  riding  along  a  road  in  Lexington, 
Mr.  Merriam  at  the  wheel,  there  was  a  collision  with  an  automo- 
bile truck  of  the  Lexington  Coal  Company.  Zeimetz  was  thrown 
out  and  struck  his  head.  He  brought  suit  to  recover  damages. 
Subsequently  he  went  insane,  and  he  was  sent  to  an  institution, 
where  he  died.  His  wife  then  brought  suit  on  the  ground  of 
conscious  suffering. 

It  was  one  of  the  largest  automobile  death  claims  ever  awarded 
in  that  part  of  the  state.  The  plaintiff  in  this  case  sued  not  for 
the  loss  of  her  husband's  life  but  for  what  he  underwent  before 
he  died.  By  entering  suit  on  this  ground,  instead  of  for  his  death, 
she  probably  obtained  a  much  larger  verdict  than  she  would  have 
if  she  had  sued  for  the  loss  of  his  life. 

Just  another  argument  for  automobile  liability  insurance  with 
high  limits. 


COLLECT,  AND  CONSERVE,  NOW 
A  Time  to  Keep  Those  Who  Are  Sold  Sold 

The  stress  and  anxiety  of  the  period  of  readjustment  imposes 
upon  every  representative  of  the  Company  the  obligation  to  keep 
in  close  touch  with  his  policyholders.  Widespread  and  startling 
economic  changes  create  an  abnormal  state  of  mind  that  leads  to 
confusion  of  judgment  and  ill-judged  action. 

Many  men  will  be  tempted  to  lapse  their  policies  as  the  storm 
begins  to  lift  and  the  declining  cost  of  living  makes  any  financial 
stress  in  continuing  it  temporary. 

It  is  the  common  responsibility  of  the  Company  and  the 
agent  to  keep  the  insurance  policies  of  these  men  in  force.  The 
insurance  taken  out  in  time  of  great  prosperity  is  more  essential 
to  the  protection  of  the  family  and  the  peace  of  mind  of  the 
insured  than  ever.  It  cannot  be  lapsed  without  loss.  The  insured 
may  never  again  be  able  to  take  insurance.  If  he  can,  the  work 
of  insuring  him  must  be  done  all  over  and  it  will  cost  him  more. 

If  these  policies  are  dropped  it  will  cost  the  agent  all  the  work 
he  has  put  into  selling  them.  The  income  they  have  created 
and  which  should  continue  for  years  to  come  is  cut  off.  The 
Company  will  have  written  the  business  at  a  loss.  The  responsi- 
bility of  the  policyholder  to  his  family,  the  Company  to  the 
policyholder,  and  above  all  the  responsibility  of  the  agent  to  the 
policyholder,  the  Company,  and  himself  are  now  put  to  the  test. 

The  lapse  of  a  life  and  accident  insurance  policy  is  a  gain  to 
none  and  a  loss  to  all. 

CoUedion  and  Conseroation  are  the  order  of  the  day. 
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Assistant  Superintendent  of  Agencies 
Life  and  Accident  Departments 


AEROPLANE  STRUCK  WIRES  OVER  RIVER 

A  United  States  mail  aviator,  enroute  from  New  York  to 
Chicago,  lost  his  way  in  a  fog.  He  apparently  was  following  the 
Susquehanna  River,  trusting  it  would  lead  to  some  point  with 
which  he  was  familiar.  His  plane  struck  the  wires  of  the  Cumber- 
land Valley  Telephone  Company  where  they  span  the  river  from 
mountain  to  mountain  a  mile  below  Millersburg.  He  was  killed 
instantly  on  the  boulders  in  the  river  bed. 


TUST  as  the  apothecary  has  increased  his  profits  by  selling 
"  soaps,  sodas  and  cigars — 

Just  as  the  clothier  has  increased  his  profits  by  selling  haber- 
dashery— 

Just  as  the  shoe  merchant  has  increased  his  profits  by  selling 
socks,  stockings,  shining  pastes  and  strings — 

So  does  the  Travelers  agent  increase  his  profits  by  selling  the 
disability  clause  on  all  life  policies,  the  automobile  supplement  on 
accident  policies,  higher  limits  on  all  forms  of  liability  insurance, 
loss  of  use  on  automobile  collision  insurance. 

The  additional  premiums  for  these  extra  features  are  not  large 
but  they  are  easy  to  get  and  worth  getting.  They  make  a  material 
increase  in  the  amount  of  commissions  earned  over  a  year's  time. 
And  they  improve  the  service  that  the  agent  renders  to  his 
policyholders. 


"Goodbye,  Anxiety!" 
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The  Season's  Best  Reasons 
for  Accident  Insurance 

Air-holes  and  thin  spots  in  the  ice.  The  people  who  use 
nature's  winter  bridge  across  rivers,  as  well  as  skaters, 
are  victims. 

Hold-up  men.    They're  getting  so  they  take  lives,  as 

well  as  watches  and  wallets. 
Theatre  panics.  All  public  entertainments  are  now  indoors. 

The  crowds  are  big.    The  chances  for  accidents  are 

increased. 


SIX  SECRETS  OF  SUCCESS  AS  ADMITTED  BY 
A  SUCCESSFUL  AGENT 

When  asked  for  his  formula  for  success.  Agent  Kenneth  W. 
Wilson,  of  Fitchburg,  Mass.,  typed  out  these  six  suggestions, 
which  have  helped  him  build  up  a  big  accident  business: 

"Talk  big  and  you  flatter  the  man  or  else  adequately  cover  him. 
In  the  first  case  you  are  in  his  good  graces  and  the  rest  is  easy. 
If  he  can't  afford  a  large  policy,  he  will  at  least  take  a  small  one. 

"Put  on  all  the  supplements,  but  mention  only  one  premium. 
The  Auto  Supplement  will  often  sell  the  policy.  Don't  hesitate 
when  you  state  the  premium.  Say  it  as  if  it  were  cheap  for  what 
he  gets — as  it  is. 

"The  bigger  the  man,  the  easier  he  takes  it  and  the  quicker  he 
pays  for  it.    Don't  insult  him  with  a  small  policy. 

"Work  wholeheartedly  with  enthusiasm  and  sticktoitiveness 
six  complete  hours  a  day.   

"'No'  is  not  an  answer.  It  is  only  the 
starting  point  for  a  determined  attack  to 
find  out  why  he  said  'no.'  Make  him  state 
his  reasons  and  answer  each  one  of  them, 
leaving  him  no  ground  to  stand  on. 

"Agents  frequently  neglect  to  mention 
Travelers  Service.  I  feel  confident  that 
it  closed  many  a  risk  for  me." 


SERVICE  WITH  A  LEAD  PENCIL 

"Whenever  a  prospect  asks  if  he  can  pay  his  premiums  month- 
ly," says  an  agent,  "I  immediately  answer,  'yes.' 

"But  I  switch  my  selling  talk  to  amounts  of  insiu-ance  that  are 
divisible  by  three,  such  as  $3,000,  $4,500,  $6,000,  $7,500,  $9,000, 
$10,500,  $12,000  and  so  forth. 

"Then  if  we  agree  that  the  amount  should  be  $7,500  I  order 
three  policies  for  $2,500  each,  all  payable  on  the  quarterly  plan 
and  with  interim  term  insurance  for  one  month  on  one  and  interim 
term  insurance  for  two  months  on  the  other. 

"The  one  taking  effect  immediately  calls  for  premiums  in 
December,  March,  June  and  September. 

"The  policy  with  interim  term  insurance  for  one  month  will 
call  for  premiums  in  January,  April,  July  and  October. 

"The  policy  with  interim  term  insurance  for  two  months  will 
call  for  premiums  in  February,  May,  August  and  November. 

"This  interim  term  insurance,  you  know,  gives  the  man  protec- 
tion from  the  time  I  write  him  up  till  his  regular  policies  take 
effect.  It  saves  having  a  medical  examination  next  month  and 
the  month  thereafter  for  the  policies  that  are  ordered  for  such 
time.  It  lets  us  fix  up  the  entire  proposition  all  at  once.  It  makes 
certain  that  I'm  going  to  get  all  the  man  intends  to  take  out,  that 
he  gets  all  the  insurance  he  plans  to  take  and  that  his  beneficiary 
will  have  all  the  insurance  that  she  is  entitled  to  under  the  man's 
resolution  to  provide  her  with  that  much  through  life  insurance. 

"The  rate  book  only  has  a  few  lines  in  it  about  interim  term 
insurance  and  it  is  a  sort  of  nuisance  to  figure  up  a  proposition 
of  this  sort  but  it  always  pays.  It  gives  the  policyholder  what  he 
wants  and  that's  the  sort  of  insurance  that  is  always  sure  of 
delivery  and  is  well  nigh  lapse  proof. 

"Figuring  out  such  things  is  what  I  consider  service." 


This  trolley  car  jumped  the  track  about  half  a  block  back,  on  a  hill,  and  demolished 
seven  automobiles  which  were  parked  at  the  foot  of  the  hill.  Honestly,  can  a  person 
ever  tell  what  is  going  to  happen  in  this  world?  But  cross  your  fingers  arid  keep 
saying  XD  and  AX! 


SHAME  ON  THE  GROOM! 

A  bride  in  Omaha  has  secured  a  divorce 
because  the  groom  wouldn't  insure  his  life. 
He  said  he  couldn't  afford  it.  $1,000  of 
guaranteed  low-cost  insurance,  ordinary 
life  form,  would  have  cost  all  of  26  cents 
a  week. 


WHEN    A    FELLOW  NEEDS  AN 
AUTO  SUPPLEMENT 

A  Lakeview  man  broke  two  of  his  ribs 
while  showing  a  prospective  purchaser 
the  good  points  of  his  automobile. 

"There,  you  see,"  he  is  reported  to 
have  said.  "She  doesn't  sprain  your 
wrist  at  all,  the  way  some  of  them  do." 


PHOTO  PROM  T.  GARNETT  TABB,  RICHMOND,  VA. 


The  Travelers — Your  Comfortable  Friend 
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ADVENTURES  OF  H.  JAMES 

I— The  Man  Who  Wanted  to  Consult  His 
Wife: 

"My  dear  sir,  life  insurance  is  all  right 
but  I'll  have  to  talk  it  over  with  my  wife 
first,"  remarked  Benjamin  Roraback,  the 
hardware  merchant. 

Henry  James,  the  most  insistent  and 
indefatigable  of  solicitors,  allowed  apprehen- 
sion to  creep  into  his  voice  and  face.  He 
leaned  forward  over  the  desk  and  dropped 
his  voice  to  the  strictly  confidential.  "Not 
now!  Certainly  not  now!  You  don't  want 
to  scare  her  to  death,  do  you?" 

Mr.  Roraback  looked  wise.  "Old  game! 
Get  me  to  take  the  policy  first  and  let  her 
know  afterwards."  And  he  chuckled  at 
finding  it  out. 

"Excuse  me,"  said  Henry  placidly,  "the 
obligation  of  a  man  to  protect  his  wife  and 
children  is  a  responsibility  that  can  never 
be  delegated.  Anyway  this  is  not  the  time 
to  talk  it  over  with  your  wife.  Wait  a 
little.  Apply  for  the  policy  first  and  see  if  a 
medical  examination  permits  you  to  get 
insurance.  To  talk  it  over  with  your  wife 
and  then  have  to  tell  her  that  the  Company 
has  turned  you  down  as  a  bad  risk  is  un- 
thinkable. If  you  'are  uninsurable,  that 
ends  it,  you  can  keep  the  secret  to  yourself; 
what  she  doesn't  know  won't  worry  her. 
But  if  you  can  get  it,  then  you  can  take  an 
illustration  of  the  policy  and  go  over  it  with 
her." 

The  light  of  comprehension  glimmered  in 
Mr.  Roraback's  eyes.  A  few  minutes  later 
Henry  arose  and  placed  the  signed  applica- 
tion in  his  pocket.  "At  two  o'clock  to- 
morrow," he  said. 


applied  the  brakes,  but  they  failed  to  hold. 
Then  she  threw  the  motor  into  reverse  and 
applied  the  power — but  the  strain  snapped 
the  universal  joint. 

Gaining  momentum,  the  machine  shot 
down  the  hill  at  forty  miles  an  hour.  Pe- 
destrians and  automobiles  scurried  to  give 
it  the  right  of  way.  Even  the  traffic  officers 
forgot  their  dignity  and  jumped  aside  for 
safety. 

Finally  the  machine  began  to  slow  down 
and  the  driver  headed  it  in  for  the  curb. 
A  mechanic  was  standing  beside  a  truck. 
The  brakes  on  the  electric  would  not  work; 
the  horn  was  out  of  order.  The  electric 
crashed  into  the  standing  truck  and  caught 
the  mechanic  between  the  two  machines; 
he  sustained  a  broken  hip  and  severe  internal 
injuries.  At  the  hospital  it  was  said  that  his 
chances  for  recovery  were  fifty-fifty. 

Speaking  about  steam,  a  heating  boiler 
blew  up  in  a  Boston  garage  recently,  severely 
injuring  two  men  and  badly  wrecking  the 
interior  of  the  building. 


SLIP  YOUR  ADV'TS  INTO 
THE  NEWS  STORIES, 

AS  McRAE  DOES 


ELECTRIC  AUTOMOBILES  AND 
HEATING  BOILERS 

Some  men  are  inclined  to  put  electric 
automobiles  in  the  same  class  as  steam  heat- 
ing boilers — that  is,  as  too  tame  a  sort  of 
contrivance  to  need  insurance  protection. 
Experience  has  broken  both  of  these  bubbles 
for  large  numbers  of  people,  but  there  are 
still  too  many  who,  in  their  ignorance,  are 
taking  unnecessary  chances. 

.\  runaway  electric  automobile  terrorized 
Denver's  business  district  for  a  short  time 
on  November  22,  and  finished  up  with  a 
crash  which  sent  one  man,  severely  injured, 
to  the  hospital.  The  electric  was  in  charge 
of  a  woman.    Coming  down  a  steep  hill  she 


WHAT  IS  THIS  MAN  ABOUT? 

Frank  Mondell,  the  Republican  leader  in 
the  House,  may  be  prevented  from  appear- 
ing to  take  up  his  duties  when  Congress 
convenes.  Some  of  the  things  which  have 
happened  to  Mr  Mondell  are  these: 

Fell  off  a  haymow  at  his  Wyoming  home 
and  fractured  two  ribs. 

Stepped  on  a  pebble  on  October  19  while 
inspecting  Shoshone  Dam  and  fell,  breaking 
the  small  bone  in  his  leg  and  tearing  the 
ligaments. 

Returned  to  Washington  last  Monday, 
took  the  plaster  cast  off  his  leg  and  found 
through  an  X-ray  picture  that  the  bone  was 
setting  on  an  angle  and  would  probably  have 
to  be  rebroken. 

Yesterday  one  of  his  crutches  broke,  and  lie 
fell  down  the  steps  of  his  home  injuring  his 
leg  badly.  [Washington  dispatch. 


POLICE  SAY  UMATEURS 

FORGED  GARAGE  SAFE 


That  the  safeblawers  who  were 
stopped  from  looting-  the  safe  of  the 
Carlson  Motor  Car  company,  1215  Bel- 
knap street,  early  yesterday  by  timely 
arrival  of  proprietors,  were  amateurs 
was  the  opinion  of  local  police  ex- 
pressed yesterday." 

Police  point  out  that  the  men  were 


THE  HEIGHT  OF  CONSIDERATION 

Judge — ^How  do  you  explain  the  fact  that 
you  were  in  your  stocking  feet  when  caught? 

Burglar — I  was  told  some  one  in  the  fam- 
ily was  sick. 

If  a  man  with  one  swig  of  moonshine 
drives  his  car  sixty-five  miles  an  hour,  how 
many  miles  will  he  go  to  the  gallon? 


Mercantile— Safe— -Insurance 
HUGH  A.  McRAE 

106  TJ.  S.  NATIONAL  BANK  BUILDING 
Representing  The  Travelers  Insurance  Co. 
Hartford,  Connecticut 
Phone— Broad  356. 


not  equipped  for  the  job  as  profes- 
sionals would  have  been  and  claim  that 
several  other  bungles  have  been  dis- 
covered. Garage  tools,  taken  from  the 
shop  by  the  thieves,  were  used  to  at- 
tempt to  force  the  safe,  according  to 
'etectlves. 


And  here  is  one  slipped  into  a  local 
tax  article: 


Tax  rates  for  the  city  since  1890  fol- 
low: 1S90.  .Ifi7  mills;  1891,  .215  mills; 
1893,  .235  mills:  lS!t,'!,  .27-}  mijls:  1S94, 
.207   mills;   1895.  .236   mills;  1S96,  .327 


In  case  of  sickness  or  accident  it 
will  not  be  necessary  to  use  your 
savings  to  pay  your  taxes  if  you 
carry  a  TR.IVELERS — health 
and  accident  policy.    Call — 

HUGH  A.  McRAE 

106  V.  S.  National  Bank  Bldg. 
Broad  356, 

Representing 
TKAVELKRS    1X,SIR.\\CB  CO. 
of  Hartford,  Conn. 


mills;  1S97,  .490  mills;  189S.  .456  mills; 
1899.  ,405  mills;  1900,  .418  mills;  1901, 
.347  mills;  1902,  .379  ni-ills;  1903,  .347 
mills:  1904,  .396  mills;  1905,  .335  mills; 
1906.  .3fi3  mills:  1907.  .3475  mills;  190S, 
.334  mills;  1909,  ,3235  mills:  1910,  .3324 
mills;  1911  .2928  mills:  1912,  .2678 
mills:  1913,  .2383  mills;  1914,  ,23S5 
mills:  1915,  .2425  mills;  1916.  .2763 
mills:  1917,  .272  mills;  1918,  .3027  mills; 
'  and  1919.  .3152  mills. 


A  New  Year's  Resolution — Win  a  Leader's  Medal 


[103] 


PROTECTION 


nKCKlVBS  1!VSI;RA\<^I-;  (  in;<  k. 


A  check  for  $],onO  Ui- 
th..!  insurance  held  hv  th, 
Jniiicx  Aj'mstronR  ^(tfrn'i 
tlin  Memphis  polfe^  :n:,i  . 
parlments.  was  ' 
ernoon  to  Mrs. 
widow  of  the  'i 


Armstrong, 
■y  tlie  Trav- 


Mrs.  Armstrong  within  hji  hour  afteriJ 
pro^^^^hg^^cUhg^was^fl^^^ljh^^i 

^,  ''av'-Urs'  Iiitiurmicc  Com- 
pany of,  Hartford  to  bcu.  liclarles  of 
deceoBcd  iinnmbeis  of  the  pollcfl  and 
dftoci iv.'  ijfpaitmcnts  and  the  prompt 
s.:»ttl<^ii-,r'nt.<4  I  all  clnlma  haB  broiight 
the  firm  muny  conuratulations.  Serfrt. 
Arra.str'jng  di.  d  at  Jackson,  Miss.,  the 
earty  part  of  last  w«»k.  I^uclan  D. 
Snalth  Is  the-  Memphis  uKent  for  the- 
company. 


The 

Tower  Window 

TF  you  have  a  policyholder  on  your  books 
-*  who  is  slow  in  paying  his  premiums,  write 
him  a  letter.  Ask  him  if  he  will  accept  credit 
instead  of  cash  in  the  event  of  his  having  a  loss. 

*  *  * 

New  York  and  Chicago  are  attempting  to 
regulate  aerial  traffic  over  the  city.  Stunt 
flying  is  to  be  prohibited  and  all  aviators 
must  fly  at  a  sufiiciently  high  altitude  to  be 
able  to  glide  to  some  safe  landing  place  in 
case  of  engine  trouble. 

*  *  * 

TAKING  CHANCES 

"Johnnie,  if  you  eat  any  more  cake, 
you'll  burst." 

"Well,  pass  the  cake,  mother,  and  get  out 
of  the  way." 

*  *  * 

JUST  TOO  LATE 

"Some  men  are  almost  too  spiteful  to  live.' ' 

"What's  the  matter?" 

"There's  Budkins  who  took  out  a  $50,000 
insurance  policy  for  his  wife  and  then  out- 
lived her  a  month." 

*  *  * 

The  claimant's  lawyer  was  cross-examin- 
ing. 

"How  fast  was  the  defendant  going  when 
the  accident  occurred?"  he  demanded. 

"I  think — "  began  the  witness. 

"We  don't  care  what  you  think,  sir,  we 
want  to  know  what  you  know." 

"If  you  don't  want  to  know  what  I  think, 
I'm  going  to  leave  the  stand.  I  can't  talk 
without  thinking.  I'm  not  a  lawyer." 


The  Louisiana  court  rules  against  the 
payment  of  life  insurance  proceeds  to  the 
murderer  of  the  policyholder. 

*  *  * 

The  attorney  had  pleaded  earnestly  for 
the  young  married  woman  who  had  been 
arrested  for  speeding  her  motor  car  at  forty 
miles  an  hoiu-  through  the  business  district, 
but  could  make  no  visible  impression  upon 
the  court. 

"Have  you  anything  to  say  before  sentence 
is  passed  upon  you?"  asked  the  judge  of  the 
fair  prisoner. 

"Well,  you  see,  it  was  this  way,  your 
honor,"  she  replied,  "I  had  just  bought  a  $40 
hat  downtown  and  I  was  trying  to  get  it 
home  before  it  went  out  of  style." 

"That  will  do,"  interrupted  the  court. 
"The  case  is  dismissed  for  your  husband's 
sake  if  for  nothing  else." 

[Toronto  Times. 

*  *  * 

THE  MISERY  OF  AN  OLD  MAN 

"The  misery  of  a  child  is  interesting  to  a 
mother;  the  misery  of  a  young  man  is  in. 
teresting  to  a  young  woman;  the  misery  of  an 
old  man  is  interesting  to  nobody." 

[Victor  Hugo. 

It's  the  old  man's  own  fault  today  if  his 
misery  is  interesting  to  no  one.  The  Travel- 
ers age-65  annuity  policy  is  so  low  in  cost  and 
so  generous  in  its  provisions  for  old  age,  that 
every  man  can  guarantee  that  at  least  an 
insurance  company  will  be  interested  in  him 
during  his  latter  years — with  an  interest  that 
means  something — that  will  make  those 
years  comfortable  and  secure,  as  old  age 
deserves  to  be  treated. 


SAFETY  FIRST 

"What's  going  on  here,  movie  thriller?" 

"Nope,"  replied  the  phlegmatic  citizen, 
"A  couple  of  motor  car  bandits  are  robbin' 
a  bank." 

"Good  heavens,  man,  why  don't  you  give 
the  alarm?" 

"I've  got  a  balance  of  only  $2  in  that  bank, 
an'  I  ain't  goin'  to  run  the  risk  of  gettin' 
shot  for  the  price  of  a  light  lunch." 

[Birmingham  Age  Herald. 


People  may  have  gone  on  a  clothes- 
buying  strike,  a  furniture-buying  strike,  and 
other  kinds  of  boycottish  sprees  but  they  are 
still  buying  guaranteed  low-cost  insurance. 


A  POOR  COLLISION  RISK 

A  Western  Michigan  man  has  been  in- 
volved in  six  automobile  collisions  in  a 
single  week.  If  we  were  that  man,  we  should 
almost  begin  to  suspect  that  everyone  was  a 
reckless  driver  but  ourselves. 


ADVERTISING  THAT  DIDN  T  PAY 

Jeweler  X — I  now  have  evidence  that 
advertising  brings  results. 

His  Neighbor — -How  so? 

Jeweler  X — Yesterday  evening  I  adver- 
tised for  a  night  watchman,  and  during 
the  night  burglars  came  and  cleaned  out  the 
store. 

*    *  * 

HATS  off! 

Certain  insurance  interests  are  attempting 
to  discourage  men  from  removing  their  hats 
in  the  elevator.  They  say  that  it  is  danger- 
ous. 

Doubtless  it  might  prevent  some  accidents 
if  this  custom  were  abolished  all  over  the 
country — for  that  matter  many  lives  would 
be  saved  if  men  who  drive  automobiles  would 
keep  their  eyes  front,  instead  of  trying  to  see 
every  person  of  the  feminine  persuasion  who 
goes  by.  But  when  it  comes  to  regulating 
one's  attitude  toward  the  fair  sex,  it's  a 
difiicult  matter  at  best.  As  one  insurance 
man  expressed  it,  the  best  thing  to  do  is  to 
"let  Nature  take  its  course." 


LAZY  LEAFLETS 
When  clerks  loaf. 
Get  busy 

And  see  that  they  get  busy. 

If  you  have  lazy  leaflets 

On  your  shelves 

Or  under  your  counter, 

Leaflets  that  are  doing  nothing 

But  collecting  dust. 

Why  not  get  busy 

And  make  them  get  busy? 

The  reason  that  many  people  say 

That  leaflets  and  circulars 

Won't  get  any  business 

Is  that  they  have  always 

Let  theu"  leaflets  stay 

Where  there  wasn't  any  chance 

Of  their  doing  any  good. 

Retire  the  superannuated 

Circulars  to  the  wastebasket; 

Can  those  that  have  dirty  faces; 

And  make  the  rest  work. 


Moral :  Insure  in  The  TRAVELERS 
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PROTECTION 


JUST  A  TRAVELERS  MAN 

Walter  Batterson's  young  son,  James  3(1, 
is  too  young  to  be  suspected  of  sarcasm;  so 
we  must  accept  the  following  anecdote  for 
what  it  is  worth. 

It  appears  that  Jimmy,  while  washing  his 
liands  and  face  for  dinner  the  other  night, 
turned  to  his  mother  and  said:  "Mother, 
I  have  changed  my  mind  about  being  a 
working  man."  His  mother  replied,  "Why, 
Jimmy,  don't  you  want  to  be  a  farmer.-'" 
"No,  Mother,"  said  Jimmy.  "I  want  to  be 
a  simple,  plain  Travelers  man  like  Daddy 
and  not  have  to  work  at  all." 


Duke  Roberts  and  other  notable  sights  of  Binghamton,  N.  F.,  with  some  home  office 
people,  too,  as  they  appeared  at  the  agency  contention  on  October  28,  1920. 


BEGINNING  AT  HOME 

Often  an  agent  in  search  of  prospects  for 
accident  insurance  will  overlook  the  men  in 
his  office,  many  of  whom  are  only  waiting  to 
be  asked. 

One  of  our  agents,  competing  in  the  Fall 
Accident  Contest,  found  three  prospects  in 
his  own  office  ;  and  these  three  men,  when 
their  interest  was  aroused,  suggested  three 
more. 

In  the  Minneapolis  Branch  one  morning 
recently  Miss  Nona  Bevans  sold  five  burgla- 


R.  B.  NAYLOR,  B.  R. 

WTien  one  picks  currants  he  strips  the 
bushes.  Travelers  representatives  work  af- 
ter the  same  fashion. 

Here  is  a  striking  illustration.  Agent  R.  B. 
Naylor,  of  the  Wheeling  Branch  Office,  start- 
ing in  with  the  manager  of  a  public  service 
corporation,  passed  on  to  the  superintendent. 


SIX  DOLLARS  SAVED  FIVE 
THOUSAND 

A  clerk  in  a  hardware  store  in  Lansing, 
Michigan,  showing  a  gun  to  a  customer, 
"didn't  know  it  was  loaded,"  and  the  cus- 
tomer was  killed. 

The  heirs  brought  suit  against  the  mer- 
chant. A  jury  rendered  a  verdict  of  $9,000 
in  their  favor.  As  it  happened,  the  merchant 
carried  public  liability  insurance  with 
5/ 10,000  limits.  The  insurance  company  paid 
$5,000;    he  paid  the  other  $4,000.  The 


then  the  auditor,  and  so  on  down  the  line  .           =       i-     ,  ■ 

with  the  result  that  there  are  only  three  premium  on  the  policy  had  cost  him  only  $6 

individuals  (young  women)  in  the  entire  Had  he  mvested  only  a  dollar  or  so  more,  he 

office  force  to  whom  he  has  not  sold  some  ^o^la  l^ave  suffered  no  loss  at  all. 

form  of  insurance.  Moral:    Sell  public  liability  insurance. 

The  honorary  degree  of  the  Multiple-  as  well  as  elevator,  automobile,  and  other 

ry  policies  to  men  in  the  office,  totalling  $107  Line  League  is  hereby  awarded  to  this  new  lines,  with  high  limits.    Don't  let  the  pros- 

in  premiums.                                              Babe  Ruth  of  insurance.  pect  put  it  off.    He  may  need  it  today. 

Even  though  one  may  pride  himself  on 

being  wide  awake  to  new  business,  it  is  often  We  seem  to  have  kept  the  old  wine  till  the  last,  in  the  case  of  this  agency  meeting  which 

worth  remembering  that  insurance  soliciting,  '^'"■^  ^^^^      Rochester  'way  back  June  21  and  22.    However,  those  who  understand 
like  charity,  begins  at  home.                      '  languages  know  that  old  wine  is  best. 


INSURE  THEM  EARLY  AND  OFTEN 

A  representative  in  reporting  on  a  policy- 
holder to  whom  he  delivered  $2,000  on  the 
maturity  of  a  20-year  endowment  says: 

"He  was  pleased  with  the  money  but 
'sore'  because  the  agent  who  sold  him  never 
called  again,  nor  did  any  other  representative 
of  the  company.  Since  buying  this  policy  he 
has  prospered,  becoming  the  president  of 
a  half-million-dollar  corporation,  and  has 
bought  much  additional  life  insurance  in 
other  companies.  He  admits  his  Travelers 
policy  is  the  best  among  them  all,  but  he 
bought  the  others  because  agents  called 
on  him." 


The  thing  that  holds  up  the  column - 
guaranteed  low -cost  life  insurance! 


"Goodbye,  Anxiety!" 
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THE  HUNDRED  THOUSAND  NEEDIEST  CASES! 


\     I\nl8*>  Tiecl®*'  *' 


CASE  14. 
Father  In  RD»pltitl.  Mother  Worki. 
When  Hlraro  D.  was  taken  away  to  the 
llOBPltal  wlUi  tuberculosis  his  wife,  who 
ha4  formerly  been  wpII  tHken  care  of  by 
film,  uttered  never  a  word  of  complaint, 
tout  Catherine  her  two  boys  and  little 
girl  to  hor.  the  oldest  of  Whooi  la  but 
10.  she  tolcUthcirt  that  Ihey  must  help 
each  other  get  alon^  tinih  their  father 
waB  well.  She  then  moved  them  lo  an 
apartment  nliere  ^hc  accounted  for  half 
the  rent  by  acting  ns  janltrean.  Dutlns 
tilt  long  eventn^ji  rnt  (.-mplojcd  herself 
by  cutthii  golJ  leaf.  I-'or  months  rhej 
Icepr  this  up  wllh  nobody  knowing  the 
ciUMit  of  h'  l  nc'odj.    An  Increase  In  the 


„„        '^^SK  21,  


Aid  Gon«>.  ramlly  ftuffer?,. 
Mac  G.  wa»  employed  »ii  on.'  of  the 
city's  civil  servk-e  dcpartinenfi.  LAst 
January  he  fell  d-apcr^ilely  III.  For 
*  several  months  his  benefit  society  helped 
Aupport  the  good  American  home  that 
he  and  his  wife  had  built  up  for  their 
three  young  children.  He  Is  no  longer 
ellglblQ  for  this  aid.  His  wife  goes  out 
twlc0  4  week  to  do  the  kind  of  work 
that  otficrs  used  to  do  for  her.  The 
f«st  of  the'  time  tthe  spends  nursing 
Mac  and  taking  care  of  the  home.  In 
six  months  It  In  r.-^perted  thJtt  he- wlU 
be  able  to  return  to  hla  duties. 
Total  amount  needed,  (4-'>9. 

Case  reported  by  the  AsBOclatlon  for  Im- 
proving the  Condlilon  of  thu  Poor.  iOTt  Eitat 
Twnity-aocond  8tre«t.    CtelffplK^ne  <;raoicrey 


THE 
OUTSTRETCHED 
ARMS, 

She  cannot  take  up  the  little  chap 
and  press  him  to  her  heart,  like  other 
mothers.    He  lives  a  pale  existence 
on  the  floor,  while  mother  makes 
flowers  all  day,  all  week! 


CAfciR  J  00. 
No  Money  lor  Bread. - 
Kreph  eggs  ond  milk  for  tlie  whrle 
family  were  tUc  doctor*«  ordera  whefl 
he  examined  Mrs.  J.  and  her  five  chll* 
dren  after  Malcolm  J.  was  removed  lo 
the  tonatorlu^i  for  the  tuberculous.  Mrs. 
J.  looked  at  the  doctor  with  a  slow, 
pitiful  amilc.  She  nodded  her  head  In 
agreement  Fearful  lest  tho  children 
Would  t>e  removed  to  an  InstltuOon,  she 
did  not  tcU  him  that  there  waa  no 
money  In  the  house  for  even  &  loaf  of 
bread.  A  neljgrhbol'  reported  ;fchetn  to  the 
charity  offlcoa.  It  waa  then  that  their 
wretched  plight  waa  discovered.  The 
children,  all  under  y1.  are  wqUc  and 
underaouiiahed.  They  haro  no  dotbes 
with  which  to  <ac«  Ui«  tyinter**  cold. 
 — that  He  ta  retting  Ual- 


At  this  season,  the  newspapers,  in  printing  their  "Hundred  Neediest  Cases," — poignant 
little  stories  of  people  borne  down  by  the  pressure  of  poverty — afford  the  most  eloquent  argu- 
ment conceivable  for  life,  accident,  and  group  insurance.  Every  policy  protecting  a  family 
meant  one  leas  family  exposed  to  the  possibility  qf  starvation! 


